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It was just an ordi- 
nary can of floor 
paint that Farring- 
ton bought. Mrs. 
Farrington put it on 
the kitchen floor— 
that is, she put the 
oil on the floor and 
left the pigment im 
the can. The telling 
suggests some perti- 
nent ‘do’s” and 
“don'ts’’ for you. 
Page 49, this issue. 
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Coming Next Week 


Santa Barbara, California, comes for- 
ward, proudly but not in a _ boastful 
spirit, with proof that it harbors ‘‘The 
Finest Hardware Store in America.” 
The Hardware Age camera man _ took 
the pictures. Yes, Ott has SOME store. 
See the proof in next week’s issue. 





What ever happened 
to that ‘declining’ 
market? Sometimes 
it seems as though a 
telescope might lo- 
eate it soaring 
around Mars some- 
where. But, then, 
folks say business is 
always good on a 
rising market. Page 
59, this issue. 

















coe 


4 


HARDWARE AGE 





July 31, 1919 








TUTTE TTT ELE PELE EET TT 





CO TTT 





UUcasnevnenennesnnuenduconoccoaaaeaatt 





OUGUAANaNAneNeNNTTTTTTUVONTONLAAGUOUOSOO44OGQSOQONGNNOGUEUOLOTOEEOGENOGRNEOEEUOOCUOTIL 





NATIONAL 














No. 27 Garage Door Latch 





Garage Latch 


Auto owners are growing 
more and more particular 
about the appearance of their 
garages— ‘any old latch” 
won't do now-a-days. 


The National No. 27 Garage 
Door Latch appeals strongly 
to particular garage owners, 
because it is the neatest and 
best appearing of all garage 
latches. 


Its symmetrical lines, long, 
graceful handles, simple 
mechanism and beautiful fin- 
ish put it in a class by itself 
—‘‘The Aristocrat of Garage 
Door Latches.” 


There’s not a part of this 
latch that will get out of 
order. And it’s reversible for 
either Right or Left-hand 
doors, with a handle for both 
sides of the door—inside and 
outside. 


This attractive latch comes 
packed one complete latch 
with screws to match, in a 
neat, individual box. One 
dozen in a case. 


Finished in Japan, Dead Black Japan, Sheradized and 
Dead Black Japan, Sheradized and plated any finish. 


For quick sales, pleased customers and 
stock the National. 


We supply the Dealer direct. 


a liberal profit— 


Send for Complete Catalog of Builders’ Hardware. 


National Mfg. Company 
STERLING, ILLINOIS 
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A. J. Hove- 
kamp, Mr. Kin- 
sey’s partner, 
who has proven 
that it pays to 
advertise. 





Harry Kinsey. 
one of the pro- 
prietors of this 
hustling ‘“Serv- 
u-rite’ suburban 
store. 











By C. L. SMITH 





How a Hardware Store Located in a Suburb of a Large City Has Solved 
the Problem of Competition from City Stores and Keeps Its Trade at 
Home—Cutlery Featured Right—Working Accessories Overtime 


ORWOOD, Ohio, having a population of 
N about 25,000, is probably the only city in the 

country that has no cemeteries. If energy 
and that get-up-and-get-there spirit is any sign of 
longevity, it will be a long time before any business 
burial grounds will be needed for the leading hard- 
ware stores in that municipality. 

Norwood is so closely backed up against Cin- 
cinnati that no one knows when he has passed from 
one city to the other, and, as a six-cent fare is in 
force, naturally the Norwood merchants have to 
compete with the Cincinnati downtown stores, and 
this has put them on their mettle. 

Kinsey’s Norwood Hardware Co., which is lo- 
cated on the main street of the city, is operated by 
Harry Kinsey, who has had not only considerable 
experience as a hardware man, but also as a steel 
salesman. A. J. Hovekamp, his partner, was with 
the Pickering Hardware Co., of Cincinnati, for a 
number of years, having in charge the window- 
dressing and publicity department of that estab- 


45 


lishment. His past experience convinced him that 
the show window was first in the advertising pro- 
gram of a retail store, while local newspaper adver- 
tising ran a close second. 


[% carrying out its campaign of window advertis- 

ing the company rents every available ground 
floor window on main streets of Norwood and in- 
stalls in these windows special lines that it wishes 
to push. A card in these outside windows gives 
the address of the main store, where the goods 
shown can be obtained. In some instances, it may 
seem that this form of advertising would be too 
expensive, but the returns in the way of orders re- 
ceived, that could be traced directly to these outside 
displays, prove that it is a profitable plan. 

In order to follow up the advantage in attracting 
customers to the store, as well as to utilize all pos- 
sible display space, a center counter is arranged 
with different kinds of household goods. Prices 


Rents Neighboring Window Space 
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are plainly marked on the articles displayed. On 
the right-hand side of the store, near the entrance, 
are three glass show cases, all of which have glass 
shelves. These glass shelves are only one-half the 
width of the show case itself, so that the goods on 
the bottom of the case can be plainly seen. 


Automobile Accessories 


A’ first the automobile accessory business was 
entered into in a rather limited way. While 
tires were sold no stocks of consequence were car- 
ried, and the majority of orders were telephoned 
to tire agencies in Cincinnati. However, this was 
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also large printing establishments. It took some 
time to study the needs of these varied plants in 
the way of mechanical and other supplies that were 
needed, so that the necessary articles could be car- 
ried in stock for filling all orders promptly. At 
the same time it was deemed unnecessary to over- 
stock and thus tie up operating capital. 

A happy solution of the problem was made by ask- 
ing for information as to supplies needed both from 
the purchasing and operating departments of the 
different Norwood factories. The idea was con- 
veyed to these manufacturing departments that the 
firm wished to be able to fill quickly any order en- 
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These cutlery panel doors in the Kinsey store show a variety of pocket, kitchen and 


household cutlery that increases sales. 
the stock are always handy. 


soon found to be impracticable for making a suc- 
cess of this particular line of the business, and now 
a stock of tires is carried to fit any standard ma- 
chines. 

All the clerks have been taught how to put on a 
tire and this fact is impressed on all customers, 
A list of automobile owners in Norwood is on file 
and the mails are freely used to keep in close touch 
with car owners. 

Accessories, such as flashlights, inner tube 
patches, wrenches, and tools, are carried in stock, 
and the purchaser of any automobile accessory is 
handed a leaflet giving a list of articles handled, 
and their prices. 


Profit in Machinists’ Supplies 


UITE a number of manufacturing plants of 
different kinds are located in Norwood. In the 
list of these plants are furniture factories, laun- 
dry machinery makers, general machine shops and 


Back of these hinged panels the cartons of 
The price of every article is plainly marked 


trusted to it and its nearby location proved to be a 
strong argument in its favor. 


Cutlery One of the Firm’s Specialties 


UTLERY is one of the firm’s specialties that 
has proved profitable because it was made a spe- 
cialty. Fro table knives to pocket knives only the 
best grades of cutlery are handled, and this in it- 
self makes a good talking point for the salesmen. 
However, one branch of this department, that is 
an important one, consists of a general shop for 
repairing, sharpening and grinding anything from 
a pocket knife to a lawn mower blade. This depart- 
ment is not only more than self-sustaining, but 
serves to bring in considerable business not only 
for the cutlery department, but also for other de- 
partments of the store. If a housewife visits the 
store to have a pair of scissors sharpened almost in- 
variably she sees something displayed to attract 
her attention. In the winter time quite a lot of 
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This is the interior of the “Serv-u-rite” store. 
Complete stocks are essential if the suburban store would 


oughly departmentized. 








Note the varied stock which is thor- 


keep suburban dollars at home 


business is attracted from juvenile customers who 
bring in ice skates to be sharpened. 

A unique feature in displaying and storing cut- 
lery is a cabinet-door 16 in. in width, that is the 
full size of one of the front windows. Display 
panels are provided on both sides of this door and 
pigeon-hole compartments between these panels are 
utilized for carrying emergency stocks. 

This cabinet door is on hinges and is readily 
opened when necessary to dress the front window. 
Each item of cutlery bears a number and when the 
stock in the cabinet is near exhaustion it is replen- 


ished from the main stock carried on the second 
floor of the store. 

The slogan of the company is “Serv-u-rite,” and 
this trademark has been used in all of its adver- 
tising until now it is known almost as familiarly 
as the “Serv-u-rite Hardware Store” as by the 
name of the proprietors. 

“Serv-u-rite” is practised by Kinsey and his co- 
workers. It keeps Norwood dollars in Norwood to 
swell Kinsey’s bank balance. 

“Serv-u-rite” will do the same for any hardware- 
man anywhere. 


This is one of the varied window displays that helps keep suburban trade stepping 


into the Kinsey store. 


Windows in other stores are rented and trimmed with 


varied 


goods, each with a sign directing passers to the “Serv-u-rite” store 
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Thorough Co-operation to Sell Fence 


Mississippi Hardware Dealers Co-operating with Federal, State and Local 
Interests in Statewide Campaign for Farm Improvement— 
A Lessoi in Worth While Association Activity 
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Diagram of organization of statewide Mississippi Fence Campaign 


the Mississippi Retail Hardware and Im- 

plement Association is right now in the 
midst of a “Fence Campaign,” that is an excellent 
example of what a live state hardware associa- 
tion can do for its members and its state. During 
the campaign the hardware men will not only co- 
operate by advertising fence aggressively, but 
‘also by offering a special quantity fence proposi- 
tion on price. 

This plan is unique, in that it gives the farmer 
his fence at a lower.price than he could buy it 
from any other source or at any other time, but 
it also gives the dealer his usual profit. The 
fence is bought by dealers in carloads, the farmer 
goes to the siding and takes it out of the car, hauls 
it himself, and pays cash for it. The saving in 
cost of handling, storage space and cash invest- 
ment is simply passed right along to the farmer 
in a lower price for the fence. 

In a statement regarding this campaign Secre- 
tary Scoates says: 


U ite: the leadership of Secretary D. Scoates 
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The “Why” of the Fence Campaign 


HE purpose of this campaign to increase the sale 

of fence material is to increase the utilization of 
pasture and forage in the production and maintenance 
of livestock. 

All classes of livestock can be grown and fattened 
more economically on grass and forage crops than in 
any other way. Thousands of acres of idle and waste 
lands in Mississ:ppi are not under fence. Cattle, hogs, 
sheep and goats are the only medium through which 
these acres can ke made to pay an income. Pastures 
and forage crops are the foundation for the livestock 
industry in Mississippi, and the first step toward their 
utilization is fencing. Cattle or sheep will utilize all 
of the grass produced on the waste lands and will pay 
an annual income of from $1.00 to $10.00 per acre 
per year from these lands. 

In pork production, forage properly utilized takes 
the place of approximately three pounds of grain for 
each pound of pork produced. Hogs should be on 
grass or forage all through the growing season. By 
proper management we can have hog pastures from 
eight to twelve months in the year. One crop of corn 
and soy beans has been proved time after time to 
more than pay for fencing the field under good hog 


(Continued on page 55) 
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Adventures in Hardware Shopping 


A Can of Paint for the Floor 


paint the kitchen floor while you are away 
next week,” said my superior two-thirds one 
morning. 

I have a good deal of confidence in my wife’s 
ability to do almost anything and I even believed 
her when she said she could paint the kitchen 
floor. Goodness knows it needed painting and I 
was glad to get out of the job as easily as I could 
by getting a can of paint and a brush while down 
town. , 

I knew a store where I had often noticed a 
very nifty little painted iron sign setting out from 
the front where it proclaimed the virtues of Par- 
lin’s Perfect Paints. So, naturally, I made for 
that store when the time came. 

“Let me see your sample card of floor paints,” 
said I to the gentlemanly salesman who came to 
greet me. 

“Yes, sir—this way sir,” and he led me to a 
part of the store where the paints and varnishes 
were stored on the shelves. The stock was all in 
labeled sections; a very good idea, I thought. 
He paused before the “Floor Paint” section and 
examined carefully the cracks between the cans. 
He pulled out two or three and looked behind 


TT I had a can of paint and a brush I could 


By FRANK FARRINGTON 


them. He got a stool and looked on top of the 
upper rows. He said, half to himself, impatiently, 
“Well, well,” and finally, “Where the dickens can 
that be?” He pulled out some drawers full of 
advertising matter and fumbled through. them. 
Then he got up and looked in behind the stock once 
more and success crowned his efforts, as they put 
it when describing the career of the captain of 
industry. “There it is!” he ejaculated with mani- 
fest relief. 

He fished out from behind the tins of paint a 
broken card which did contain the sample colors 
of floor paints, though to be sure it was somewhat 
dirty and two of the colors were gone. 


“Happened to Think of a Brush” 


LOOKED the colors over and selected the one 

I wanted. He took my money and I started 
out when I happened to think of the brush. “Now, 
why under the sun couldn’t he have suggested 
a brush?” I asked myself. But passing over that 
manifest lapse in salesmanship I asked about 
brushes. 

“Oh, yes, this way, sir,” the salesman said again 
as I started back to the paint department, and 
he led me to an entirely different part of the store. 





This is NOT the store where Farrington bought the floor paint. It 

is the Paint Department of the Palace Hardware Co., Erie, Pa. It is 

the last word in efficient sales-building arrangement of paints, 
varnishes and brushes. 








BRUSHES 
DISPLAYED 
HERE 








ORDER 
SYSTEM ~- 
PHONES AND 
WRAPPING 
PAPER 
HANDY 
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Go to It, George! 


Albright & Simonetti, 
Harrisburg, Pa., July 21, 1919. 


Editor, Hardware Age. 
Dear Sir: 

HILE I was in France I wished very often 

for a copy of Hardware Age, as I did 

not see one for almost two years. Just before 
I came home I was reading one in Paris in the 
American Chamber of Commerce. That was 
the first paper that looked good to me. It made 
me feel as if I was back in God’s country. 

I am not much of a letter writer, but I want 
to say that Hardware Age has helped me to 
learn the hardware business and to make money 
for my former proprietor, and now I am going 
to try for myself. 

Yours very truly, 
George H. Albright. 











Just why the brushes shouldn’t have been adja- 
cent to the paint, if only to help the sale of them, 
I don’t know. 

“IT suppose you just want a cheap brush to put 
that kitchen floor paint on with,” the man said. 

Well, maybe I did want just that, but our kitchen 
isn’t such a cheap proposition at that. “Why,” 
I replied, “I want a brush that will do a 
good job and one that we can save and use another 
time. Wouldn’t that be better than getting a 
cheap one and not keeping it?” 

“T don’t know but it might be. It all depends. 
There’s a brush for a quarter and there’s one 
for half a dollar, that’s wider.” 

Now I don’t pretend to know much about 
brushes, but I do know more than to think you 
can get a paint brush for that price that will be 
any good. “Show me something better,” I said. 
And, would you believe it, that man acted as if 
I had questioned his judgment. All the rest of 
the time his attitude was, “Well, if you know so 
much more about this than I do, pick it out your- 
self,” and so I did, and I got a pretty good brush 
at that, and the store made a dollar sale instead 
of a twenty-five-cent sale. 

I took the paint home and set it on a shelf. I 
never thought of it again until I was on my way 
home from the train after my trip the following 
week. Then I wondered if my wife had had any 
trouble finding the paint or opening the can. She 
met me at the door and, I thought, looked a lit- 
tle crestfallen. When I finally asked her what 
was the matter she led me to the kitchen and I 
could see that the floor had been gone over with 
something, but there was no such result as we had 
expected. 

“What is the matter with it?” she asked. 

I thought it over. ‘Let me see the can of paint,” 
I said. 

Getting the Paint on the Floor 
GHE got me the can and I examined it and found 
the real paint still in the bottom, though most 
of the oil was gone from the top. She had used 
it without stirring it up. The floor had been 
slightly oiled and that was all. 

I explained and after the few tears that were 
to be expected I told her I would take the can of 
paint back and see if it could be made useful and 
then I would put on the paint myself. 

So, the next day I carried the can of paint care- 
fully back to the hardware store and was again 
met by my friend of the previous visit. He did 
not recognize me, however, any more than if he 
had never seen me before. 

“Here is a can of paint,” I said, handing the 
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can to him. “My wife painted the floor with it 
and ag 

“She didn’t stir it up,” he injected with a snap. 
“You can’t expect paint to work right if you don’t 
stir it up.” 

“Many thanks,” I said, “for the information, but 
I was about to remark that owing to the fact that 
it was not stirred it did not prove to be any good.” 

“Humph! I should say not. Want your money 
back, I suppose!” 

I could have slapped the man’s wrist only that 
I was afraid of breaking his wrist watch. 

“No,” I said vehemently, so vehemently that he 
paused to listen to me. “I didn’t want my money 
back, and I have no complaint to make. If you 
will just keep still long enough to hear what I 
have to say, I will explain. I want to get enough 
oil put in the can to make the paint right again 
when stirred up. Can you fix it? Of course I 
expect to pay for the oil.” 


The Boss to the Rescue 


I HAD not noticed an elderly man with a cane 

coming up behind me from the entrance. He 
evidently had heard some of the conversation, 
perhaps all of it, and he was not observed by the 
salesman. This newcomer interrupted; 

“Mr. Green, be so kind as to bring a can of raw 
oil,’ and the salesman looked up, saw who was. 
ordering him and hustled off with a frightened 
look. 

“Of course we can fix up your can of paint and 
I am very sorry this thing happened as it did. 
My orders to every salesman are that in selling 
ready mixed paints they are to explain carefully 
the importance of the paint being thoroughly 
stirred before use.” 

“Oh,” I said, “I knew that, and I ought to have 
explained it to my wife. It was my carelessness.” 

“Not at all; not at all,” the old man replied. 
“It’s up to us to see that our customers know how 
to use whatever we sell them. You may have 
known, but the salesman did not explain it, I am 
sure of that. We shall fix up the paint for you 
without any charge. Have you a good brush? Un- 
der the circumstances we would be glad to loan 
you a brush.” : 

I told him I had bought a very good brush when 
I got the paint. 

He asked me about the brush and told me that 
it was a very good brush but not the best kind for 
floor work and that the salesman should not have 
sold me just that kind. “However,” said he, “‘it 
will do very well and after you have used it, wash 
it out thoroughly in turpentine and get all the oil 
out of it and then it will keep in good shape till 
another time, or if you are going to use it again 
soon, just put it in turpentine or in water.” 

The salesman returned and we soon had my 
paint fixed up and the older man accompanied me 
to the door and said in parting, “I hope you will 
not judge the service of this store by this indi- 
vidual case. We have the reputation of looking 
after our customers’ interests carefully, but we 
simply cannot get the class of help now that we 
want and the kind we get will not take pains, al- 
though it would pay them well. I would double 
this man’s wages if he would make an effort to 
handle the trade the way I want it handled. The 
next time you come, ask for me, and I hope I will 
be here. Good day, sir.” 

There was a “gentleman of the old school’ 
who certainly had business ideas of the newest 
school and I shall hope to do business with him 
again in due time. Meanwhile the kitchen floor 





is looking fine and dandy. 
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A Line from the 
Land of the Tourist 


By LuLEw S. SOULE 
The Man Behind the Counter 


OUTHERN CALIFORNIA is the land of the 
S tourist. He gravitates toward it as naturally 

as a bee to a honeysuckle, and there are always 
boosters to help him gravitate. 

Why shouldn’t he? Once he hits the land of sun- 
shine and beaches he can choose his climate to 
suit his convenience. He can have it cold, warm 
or medium, with mountains or valleys, lake or ocean 
resorts, good hotels and roads that cut a mile 
down to a city block. 

He can spend his surplus cash as freely as on 
Broadway, or he can get by on the regular allow- 
ance. Also, he can bank on getting one hundred 
cents’ worth of enjoyment for each silver cart- 
wheel he drops. I say silver in all sincerity. If 
you flash a paper dollar in that section it is carried 
back to the boss for his “O. K.” before you get your 
change. Thereafter you are branded a tenderfoot. 
The change from a twenty will fill a wheelbarrow, 
and you have to balance your cash reserve within 
a dollar in order to make your trousers keep the 
proper hang. 

However, you can unload it as fast as you take 
it on. You can even spend it for hardware in 
stores that are the equal of any in the world. 


Ott and His Systems 


ANTA BARBARA is one of California’s show 

places. It’s the place where the Armours and 
Swifts take their winter vacations, while the rest 
of us wade the snow drifts and cuss the blizzards. 
There are classy homes in Santa Barbara and hotels 
that stick in your memory for several reasons. It 
is a genuine land of the open, where everyone lives 
out of doors. Sporting goods in Santa Barbara is 
a hardware line. 

When I landed at my first hardware stop in that 
town, the variety and extent of the sporting goods 
stock nearly knocked me off my pins. It was the 
Ott Hardware Company’s store, and they told me 
the sporting goods department was the baby of 
the place. Believe me it is some youngster! It 
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“Where paper dollars are rare” 


was started more or less as an experiment three 
years ago, with a dinky initial stock totaling $50. 
You should see it now. There isn’t less than $5,000 
worth of sporting goods in sight in the main sales- 
room, and I don’t know how much more in reserve. 
I figured up about $800 worth of golf balls alone. 

The average sales in the department are around 
$100 per day. Some business, I’d say! 

But Ott deserves his trade. He has the mer- 
chandise and isn’t afraid to show it. There are 
numerous well-filled racks of golf sticks, polo clubs, 
ball bats, fishing rods, and the rest of the red- 
blooded lines. Then there are four beautiful floor 
cases and as many wall cases, each decked out like 
a village belle. I have never seen neater or more 
attractive case trims than those in the Ott store. 
Many of the tourists are afflicted with the “Polo 
Bug” and the natives are not immune, so Ott sells 
thousands of dollars’ worth of polo equipment 
yearly. Tennis is also a year-round fad in Santa 
Barbara, and Ott stands ready to outfit the tennis 
fan from shoes to raquet. 

Cutlery and Cutlery Kinks 

UTLERY is one of the big lines in this progres- 

sive store, and it is handled in a really sales- 
manlike way. The main cutlery case was designed 
by A. C. Moline, manager of the sporting goods 
department, and was built by a regular fixture 
house. The front is 46 in. by 72 in., the top 15 
in. by 72 in., and the ends 15 in. by 46 in. It is 
fitted with four glass shelves which incline toward 
the front, and these shelves are far enough apart 
so that each displays its full complement of cutlery. 

This end was accomplished by bending the regu- 
lar pattern brackets of the case according to Mr. 
Moline’s directions. The pocket knives are kept in 
velvet-lined removable trays on the shelves, while 
drawers in the base accommodate the reserve stock. 
There are 96 samples on each of the three upper 
shelves while the fourth holds 77 knife samples 
and 14 razors. The bottom of the case is trimmed 
with shears and scissors. All the 50-cent knives 
are in one tray, dollar knives in another and so on. 
At the back of each tray is a price ticket for the 
salesman’s use, which makes it easy for him to get 
at any grade knife desired. Ott sells from $3,000 
to $4,000 worth of cutlery from this case yearly. 


No Trouble to Sell Refrigerators 


GouTHERN CALIFORNIA is a bona-fide refrig- 
erator country. The nights are cool, but oh you 
summer days! Every hardware store in the tourist 
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belt carries a line of refrigerators that opens the 
eyes of the easterner. It’s an all-year-round seller, 
too. In fact, Ott sells more refrigerators in the 
winter than during the summer season. That’s 
going some if his average daily summer sales are 
on par with those on the day I visited the store. 
He sells mighty few cheap coolers, 75 per cent. of 
the refrigerator sales running over $150. 

Fireless cookers sell in about the same propor- 
tion, as do vacuum bottles, carafes, water coolers 
and similar lines. This year the demand is greater 
than ever because of the unusually heavy influx of 
tourists. 


An Up-to-Date Japanese Hardware Store 


ROM Santa Barbara I went to Los Angeles, and 

on my first day there I ran across a novelty in 
the form of a strictly modern hardware store, 
owned and operated by Japanese merchants. The 
firm name is Akazaki & Kai Company, and it is 
said to be the largest Japanese hardware store on 
the Pacific Coast. The Man Behind the Counter 
had a dandy visit with Mr. Kai, who does the buy- 
ing for the firm, and found him a thoroughly live, 
energetic business man, with a fund of good mer- 
chandising ideas. 

Mr. Kai pleaded guilty to a knowledge of both 
HARDWARE AGE and “The Man Behind the 
Counter,” and his name is on our rolls to stay. 
Incidentally, he has promised me some pictures of 
his store interior and window displays, which I 
hope to spring on you later. 


Grabbing Sparks from a Live Wire 


EVERAL weeks ago, while I was digging up 

material in the small towns of Oregon, I got a 
letter from a fellow by the name of Don Stanbery 
of the Union Hardware & Metal Co., Los Angeles. 
He requested a visit, and when I hit the mecca of 
the tourist I looked him up. 

We had never met, and he didn’t know me from 
a regular peddler, but he passed me a welcome right 
off the bat that made me feel like an old college 
chum. 

Don Stanbery is an ideal sales manager, genial, 
affable, courteous, sincere and genuinely friendly. 
He has a word of commendation for every man 
with whom he comes in contact and injects enough 
of the human element into his work to get the very 
best his men have to offer. He is never too busy to 
give you a courteous hearing. I remember that he 
took several perfectly good hours off to show me 
through the various departments of his house, and 
I was agreeably surprised to note the extent of 
the stock carried by those coast jobbers. If the 
dealer stocks are short it’s no fault of the jobbers. 

I visited a bunch of Los Angeles retail stores and 
found business uniformally good. There is con- 
siderable building going on, and according to the 
Hoffman-Marks Company, builders’ hardware sales 
are booming. In fact, the building lines were mov- 
ing better in Los Angeles than in almost any of 
the other coast towns. 


A Visit to Joe Welsh and His Town 


VERYONE has heard of Pasadena. It is a big, 

beautiful city, famous for three things, the 
Maryland Hotel, the Pasadena Hardware Co. and 
Joe Welsh. If there is any sporting blood in your 
veins you know of Joe Welsh. He is the fellow 
who made those leaders you prize most highly and 
the better flies in your book. 

While in Pasadena I saw one of Joe’s new crea- 
tions, a “Blue Devil,” he calls it, and you can take 
it from me it’s a bait that fish will fall for, if I 
know fish. It’s the darning needle type with a blue 
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body and a pair of transparent wings that twisted 
into any shape without cracking the fabric or 
injuring the bait. 

What is it made of? That’s Joe’s secret, and it 
has a lot of good people guessing right now. 

Joe Welsh has three hobbies—the Pasadena 
Hardware Co., fishing, and writing. I never saw 
him make a cast, but if he can fish like he writes, 
then God help the little fish. 

Incidentally Welsh is a real salesman. He can 
sell a man some dinky little item such as a file or a 
nail punch, good naturedly standing for grouchy 
price kicks, and then as Mr. Customer heads for 
the door, Joe remarks innocently: “Bill, your wife 
tells me you are planning a fishing trip.” Instantly 
Bill sheds his gloom clouds and launches into a 
fishing discussion that usually ends with Joe wrap- 
ping up a high-priced rod and ringing up the cash. 

“Sure it’s cash,” says Joe. “Do you suppose a 
fellow wants a fish rod to go on a bill where his 
wife can see how much he paid for it?” 

Then, as Mr. Customer picks up his purchase, 
Joe springs another stunt. “By the way, Bill,” he 
says, “your wife was in the other day looking at a 
gas range. She saw a couple that looked good to 
her and she said you’d be in some day to look ’em 
over,” and he leads Bill to the stove department. 
Now Bill has bought his rod and is in good humor. 
He feels like doing something for the wife, and in 
less than ten minutes he has placed an order for 
the best gas range on the floor. 

“Nothing’s too good for Bill’s wife.” Just a 
knowledge of human nature applied to the selling 
game, but it has put a few more notches in the 
Welsh sales record. 

Well, I looked over the Pasadena Hardware Co.’s 
store and found it a winner. I met one of the “Old 
Guard”’—T. W. Osburn—and a live bunch of retail 
salesmen before I returned to Los Angeles. 

Altogether I made some tour of Southern Cali- 
fornia and found it right side up and going strong. 
If I were a tourist I’d have an annual ticket to the 
country of good roads, good people and good busi- 
ness, and I’d pay my tips with a smile. It is 
worth it. 

Just now I am headed for Salt Lake City—grad- 
ually beating back to the flat-top desk and the 
swivel chair. I’ve a grip full of note books, each 
crammed with hardware dope, and enough pictures 
to start a gallery. 

You’ve something coming for some time to come. 
Are you with me? Yours for keeps, 


THE MAN BEHIND THE COUNTER. 


“T would pay my tips with a smile” 


“MY GooD MAN,SUCH 
° SERVICE DESERVES ,, 
,ITS GOoDLyY REWARD., 
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Washington News 


Congress to Stay on Job All Summer 


Plans to Speed Up Work Fail—Stevens Bill Will Not Pass at Present 
Session—All Efforts to Repeal Daylight Saving Law by ‘ Rider”’ 
Are Defeated—Federal Trade Commission Pushes 
Anti-Trust Crusade 


By W. L. CROUNSE 


WASHINGTON, July 28, 1919. 

LL hope of an early adjournment of Congress 
A has gone glimmering, and at both ends of the 

Capitol our national legislators have settled 
down to a steady grind that will doubtless keep them 
busy until cool weather. An arrangement that 
would have allowed the House to take a recess in 
August or September while the Senate debated the 
League of Nations and the prohibition bill has 
fallen through, and the best that is now looked for 
is a gentlemen’s agreement that will permit bi- 
weekly adjournments of three days at a time while 
the Senate is working. 

It is not expected that the general public will be 
greatly concerned over the fact that Senators and 
Representatives are sweltering in the torrid climate 
of Washington, but there will be general dissatisfac- 
tion when it is known that the taxpayers’ money is 
being used to keep Congress in session to little real 
purpose. All efforts to agree upon a program of 
legislation of value to the country have failed and 
the House will do little but mark time until the 
Senate finally acts upon the peace treaty and deals 
a death blow to Demon Rum. 


No Chance for Stevens Bill this Session 


‘THE friends of the Stevens bill are making a des- 
perate effort to secure its consideration by the 
House Committee on Interstate and Foreign Com- 
merce in spite of the general understanding among 
House leaders that no general legislation is to be 
attempted at the current session aside from the few 
special bills that may be brought out of the Ways 
and Means Committee. The enactment of a price- 
maintenance law is just now a decidedly popular 
proposition on Capitol Hill, but the House leaders 
appear to feel that, if this measure is permitted to 
come through, they will be subjected to great pres- 
sure in the interest of other and less desirable bills. 
The Federal Trade Commission is co-operating in 
the movement to advance the Stevens bill, but its 
influence cannot be brought directly to bear upon 
the House Committee. The Commission has already 
filed a strong report in favor of the legislation and 
that is about as far as it can go. It is not good 
form for commissions to bang away at the doors of 
Congress in the interest of special measures. 

I venture the prediction that the Stevens bill will 
not be acted upon by the House at the present ses- 
sion, although its friends may succeed in obtaining 
a favorable report from the Committee. 


All Daylight-Saving Repeal Riders Beaten 


T= members of the farm lobby who devised the 
plan for repealing the daylight saving law by 
adding a rider to the pending annual agricultural 
appropriation bill finally threw up the sponge on 
Wednesday of the past week when the Senate Com- 
mittee on Agriculture refused to place a new rider 
on this important measure and reported the bill free 
and clear of all extraneous legislation. This was a 


severe blow to the advocates of repeal by the “rider” 
route, which is the short line for quick action. 

The farmers were not through with daylight sav- 
ing, however, and proved so influential with the 
members of the Senate Committee on Agriculture 
that a resolution was forced through instructing 
Chairman Gronna “to demand early and favorable 
action from the Senate Interstate Commerce Com- 
mittee on the separate House bill proposing repeal 
of the daylight law.” 

A very extraordinary situation with respect to 
daylight saving is presented as the result of the 
right-about-face executed by the House under the 
leadership of ““Hampy” Moore last week, when, in- 
stead of passing the agricultural bill with the repeal 
rider over the President’s veto, the rider was 
stricken off by a vote of 203 to 171. Of course this 
means that the Esch bill providing for the abandon- 
ment of daylight saving after October next, which 
went through the House by an overwhelming ma- 
jority three weeks ago, could not again pass that 
body owing to the change in sentiment brought about 
largely by President Wilson’s vigorous action in 
vetoing the agricultural appropriation bill because 
of the repeal rider. 


Farm Lobby’s Only Chance 


"THE Esch bill having passed the House, that body, 
therefore, cannot recover possession of the 
measure for the purpose of reversing its vote, and 
if the Senate should pass the bill in its present form 
so as to avoid returning it to the House for concur- 
rence in amendments, it would go to the President 
for his approval or disapproval. This is what the 
farm lobby hopes to accomplish, and in the mean- 
time it is moving heaven and earth to induce Presi- 
dent Wilson to sign the bill when he receives it. 

It does not take a very great prophet to predict 
the fate of this measure when it reaches the White 
House. To all intents and purposes, the Esch bill 
is identical with the rider originally placed on the 
agricultural appropriation bill. 

If President Wilson had the courage to veto a big 
annual budget measure, the passage of which was 
more than a fortnight overdue, leaving one of the 
great executive departments without a dollar for its 
support and subjecting the President himself to ad- 
ditional criticism for his absence in Europe to the 
neglect of the business of the country, it is a very 
violent assumption that he can be induced to sign 
the Esch bill when that measure reaches him as an 
independent proposition without complications of 
any kind. 


Not In Class with Tallow-legged Cat 


“T= tallow-legged cat in Hades has got it all over 
the Esch bill when it comes to figuring the 
chances of the success of this foolish project. 
Incidentally the episode furnishes considerable 
food for thought regarding the independence of the 
average congressman. To strike the Esch rider 
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from the agricultural appropriation bill approxi- 
mately sixty-five members of the House changed 
their position as opponents of daylight saving to 
ardent champions of the proposition, and most of 
them finally went on record against repeal after re- 
cording themselves in two formal House votes in 
favor of knocking out the Calder act—first, when 
the Esch bill was reported, and, second, when the 
first attempt was made fo pass the agricultural bill 
over the President’s veto. In view of the history of 
this remarkable incident, a great many people in 
Washington have declared that they will never again 
make a prediction as to the probable action of Con- 
gress. 
To Rescind that Soft Drink Tax 

‘THE hokey-pokey man is having his innings be- 

fore the Ways and Means Committee. Taxing 
ice cream cones distributed to the hungry and 
thirsty urchins of the tenement districts is pretty 
poor business for Uncle Sam to be engaged in, and 
so insistent has become the demand for repeal of 
the soft drink impost that Chairman Fordney has 
decided he will report a repeal bill without waiting 
for his committee to determine how much additional 
revenue can be derived from the projected revision 
of the tariff schedules of the Underwood-Simmons 
law. 

This is a very skillful method of introducing the 
thin end of the wedge. When Congress has yielded 
to the plaints of the hokey-pokey man the task will 
be easier to force the repeal of other equally ob- 
noxious but probably more important taxes embodied 
in the extraordinary provisions of the war revenue 
act of Feb. 25, 1919. 

For the purpose of impressing Congress with the 
necessity of revising the unpopular taxing schedule 
of the war revenue act, Mr. Fordney has begun a 
series of hearings on the soft drink schedule that 
have already developed some very interesting facts 
likely to be of use to the representatives of other 
interests when attempts are made later on to repeal 
other schedules. Those engaged in the production or 
sale of automobiles, sporting goods, firearms, ammu- 
nition, cameras, thermos bottles, etc., are following 
these developments with close attention and hope to 
profit by the success which now seems within the 
grasp of soft-drink producers and dealers. 


Arguments with a Broad Application 

NE of the strongest arguments being used with 

the Ways and Means Committee in favor of the 
repeal of the soft-drink tax is the fact that Congress 
is now engaged in the enactment of a national pro- 
hibition statute which will put the kibosh on John 
Barleycorn and all his fraternity. If hard drinks 
of all kinds are to be barred, it is a perfectly sound 
argument that the Government should place no 
obstacle in the way of the sale of soft drinks. 

Facts and figures submitted to the House Com- 
mittee show that some of the soft-drinks taxes run 
far above 10 per cent and involve such increase in 
retail selling prices as to seriously restrict consump- 
tion. 

To a certain extent similar arguments will be 
available with regard to automobiles, sporting goods, 
firearms, etc. The Government is now engaged in 
an effort to stimulate the industries of the country, 
and as prosperity must eventually be dependent upon 
the ability of the consumer to buy at current prices, 
it is a fair argument that no tax should be imposed 
if its effect will be to limit buying. 


Taxes that Hinder Prosperity 
HERE can be no doubt that the taxes on auto- 
mobiles, sporting goods and firearms have al- 
ready restricted buying to some extent, although it 
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is a fortunate circumstance that, because of the 
limitation on production during the war period, the 
demand just now is still quite up to the supply, if 
not in advance of it. It will not be long, however, 
before the output of all popular-priced cars is again 
at maximum level, and then the effect of the manu- 
facturers’ tax will certainly be felt. 

Sentiment in Congress against consumption taxes 
during peace times continues to grow. With the 
country facing war, patriotism can be called upon 
for the endurance of almost any inconvenience or 
justified burden, but after peace has been declared 
the public will demand relief from vexatious minor 
taxes, even if such relief involves the increase of the 
income tax schedules, or the revision of the tariff 
itself. 


Will Try to Repeal Luxury Taxes 


[* is probable that the bill now being prepared in 

the Ways and Means Committee for the repeal 
of the soft-drinks tax will be reported at an early 
date, and the temper of the House with regard to 
tax reduction very carefully tested. If the measure 
is passed without serious difficulty, the committee 
will again report the bill repealing section 904 of 
the war revenue act, imposing the so-called luxury 
tax and curtailing revenue collections about eighty- 
five million dollars. 

In the meantime work on the revision of the 
tariff schedules will progress and further action on 
the special repeal bills will probably be deferred 
until Mr. Fordney and his assistants hear what the 
Internal Revenue and Customs Bureaus of the Treas- 
ury Department have been able to figure out as to 
how much internal revenue can be dispensed with 
and how much customs receipts can be stimulated 
by a careful overhauling of the Underwood-Simmons 
law. 


Radical Position of Federal Trade Commission 


‘THE Federal Trade Commission has produced an- 
other mild sensation by issuing a formal com- 
plaint charging combination and conspiracy to de- 
stroy competition against several Western concerns 
engaged in the manufacture of beet sugar. In this 
complaint the commission specifies no less than ten 
separate and distinct offenses alleged to have been 
committed by the defendants, all of them presum- 
ably in defiance of the federal anti-trust laws or 
the unfair competition provision of the statute 
under which the commission itself was created. 

The allegations concerning these offenses will be 
examined with interest by both manufacturers and 
dealers in all trades as indicating the present atti- 
tude of the commission with respect to what may 
be designated as sharp competitive methods. As 
set forth in the complaint, they are as follows: 


(a) Circulation of false, misleading and unfair re- 
ports and statements concerning the financial standing 
and responsibility of competitors and prospective com- 
petitors and the method and manner of transacting 
their business; 

(b) Circulation of false, misleading and unfair state- 
ments that competitors and prospective competitors 
would be unable to secure sugar beet seed; that they 
would be unable to secure an adequate supply of sugar 
beets for their factories; and that they would be unable 
to pay producers for sugar beets purchased; 


Discouraging Competitors 


(c) Circulation of false, misleading and unfair state- 
ments that the companies alleged to be in combination 
occupy all of the producing territory in which prospec- 
tive competitors were intending to erect and operate 
beet sugar factories; that they had contracts for the 
purchase of all the beets to be grown; that growers in 
the vicinity of their factories fail to produce enough 
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beets to supply their own factories and that the terri- 
tory is unfit for the production of sugar beets; 

(d) Canvassing the territory in which prospective 
competitors were intending to erect and operate beet 
sugar factories, procuring future long term contracts 
with growers for the purchase of sugar beets and ad- 
vancing and lending money to growers on such con- 
tracts; 

(e) Using the great wealth, power and financial in- 
fluence at their command, causing railroads to delay 
building tracks and spurs to serve competitors and pros- 
pective competitors; and causing banks and others to re- 
fuse credit to and discourage prospective competitors 
who were promoting corporations intending to operate 
beet sugar factories: 

(f) Unfairly and surreptitiously obtaining informa- 
tion concerning the private affairs and business of com- 
petitors and prospective competitors and using the in- 
formation so obtained in buying out competitors 
and prospective competitors and forestalling and 
destroying them by attempting to provoke litigation, to 
incite financial trouble and embarrassment; 


Freezing Out Rivals 


(g) Using the great wealth, power and influence at 
their command, erected and put into operation beet 
sugar factories in the territory where prospective com- 
petitors had undertaken to start in competition, and 
contracted for the purchase of all available sugar beets 
upon learning that prospective competitors had under- 
taken to start in competition; 

(h) Preventing or hindering the most prominent 
manufacturer of beet sugar factory machinery and 
builder of beet sugar factories in the United States, 
from building and equipping beet sugar factories for 
competitors and prospective competitors; 

(i) Circulation of false, misleading and unfair state- 
ments that beet sugar factories of prospective competi- 
tors who were intending to erect and operate factories, 
would not be built, and that the beet sugar factory ma- 
chinery of prospective competitors would not make beet 
sugar; 

(j) Financing and furnishing money to secret and un- 
disclosed agents or employees to incite financial trouble 
and embarrassment and annoy and harass competitors 
and prospective competitors by instituting litigation; 
and for the purpose of acquiring the controlling interest 
of prospective competitors who were erecting beet sugar 
factories. 

Answers to this complaint must be filed with the 
commission on or before Aug. 20. If the defendants 
decide to fight, the hearing should develop some ex- 
ceedingly interesting testimony. 


Prospect for Higher Freight Rates 


MUCs interest has been aroused in the probable 
legislative program of Congress with respect 
to the railroads which are soon to be turned back to 
their private owners. With practically all of the 
big systems running behind many million dollars 
per month and with the dear old taxpayers of the 
country footing a bill that promises to exceed a 
billion and a half dollars for the current year, it 
goes without saying that the Government must do 
something more than merely return the roads. 

When Uncle Sam took the roads away from their 
private owners he promptly boosted wages all along 
the line and fell for every increase in the cost of 
materials that confronted him. At the same time 
he took the position that the shippers of the country 
were entitled to moderate transportation rates, and 
thus a condition was created that has been steadily 
growing more and more aggravating and more and 
more serious from the standpoint of sound eco- 
nomics. 

It has now become apparent that the railroads 
cannot live on their present revenues, and, as the 
Government is committed to the maintenance of the 
existing wage scale, it is clearly apparent that no 
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important economies can be enforced to wipe out 
the red-ink figures on the railroad ledgers. Some- 
thing must be done, and it must be done before the 
roads are returned to the owners. 


Roads Encouraged to Seek More Revenue 


| this dilemma, sentiment is growing in the Con- 

gressional committees on interstate commerce 
that the railroads should be encouraged to raise 
their freight rates, and possibly their passenger 
rates as well, so that the cost of transportation shall 
be paid by the people who ship goods or who travel, 
and that the general taxpayers who neither ship 
nor travel shall no longer be burdened to make up 
the current deficit. 

This would seem to be good sense. Certainly no 
one can advocate freight and passenger rates under 
which a number of people enjoy service costing 
more than they pay for it while another and perhaps 
larger contingent of the people pay heavy taxes to 
make up the deficit which they in no way assist in 
creating. 

Of course, it must be borne in mind that low 
freight rates tend to keep down the cost of living, 
which is of interest to every citizen whether he is 
a shipper or a traveler, but, on the other hand, it 
is a sound principle of economics that freight should 
pay the cost of transportation and that passengers 
should do likewise. 

However unwelcome the fact may be, business mem 
throughout the country should prepare themselves 
for a substantial boost in both freight and passenger: 
rates. 


Co-operation Sells Fence 
(Continued from page 48) 


wire and turning the hogs in to gather the corn and 
beans for themselves. 


High Prices No Deterrant 


IRE of all kinds is higher in price now than it 

has ever been. On the other hand, so are all of 
our crops and livestock. If a roll of hog or barbed 
wire is figured in terms of pounds of pork, beef or 
mutton, it will be found to be much lower in price 
than it has been for five years. 

Nothing increases the selling value of a farm as 
much as having it properly fenced; so let us take 
advantage of the increased revenue to be received 
during these high prices of all farm products by having 
our land under fence. ‘ 

Every available force which is interested at all in 
this line of work is being asked to come in and help. 
The idea being to all work together to accomplish one 
big result. 


The Co-operating Forces 


HE following forces have been asked to co-operate 

with the hardware men in this campaign: Mis- 
sissippi Extension Force including all county agents, 
Mississippi Bankers’ Association, Memphis Bureau of 
Farm Development, New Orleans Chamber of Com- 
merce, Mobile Chamber of Commerce, Governor Theo. 
G. Bilbo, Jackson, Miss., boards of trade of the various 
cities in Mississippi, farm papers, county papers, daily 
papers, rural clubs, railroads, lumber associations, 
fence manufacturers, steel post manufacturers, gate 
manufacturers. 

The climax of the campaign is to come in the week 
of Sept. 8 to 13, which will be known as “Fence Week”. 
This week was selected because crops would be laid 
by at that time and it will give time to get the fence 
in for winter grazing. 

The plan of co-operation for this week will be: First, 
each dealer will make an attractive fence proposition 
for this week. Second, county agents will spend a 
large amount of their time on pushing tue fence cues- 
tion. Third, outside help will be put ‘n each county 
as far as possible to help out with the «ork. Fourth, 
the governor of the state will be asked to issue a 
proclamation making this week officially known as 
“Fence Week”. 
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The salesmen of the Hoover Suction Sweeper Co., North Canton, Ohio, recently spent 
two weeks at the factory attending the Hoover Sales School. Here some of them are 
shown “hard at it” in the midst of a laboratory lesson 








In the 


| Morning's Mail 


from the Trade 




















No Strike in Robeson Plant 


N the issue of June 19th of HARDWARE AGE the 
statement was made that the employees of the 
Robeson Cutlery Company were striking for a 48-hr. 
week and 25 per cent increase in wages. This report 
was erroneous, according to George S. Armstrong, 
president of the company, and probably arose from 


‘the fact that the employees of the Robeson Cutlery 


Company did make a request for a working week of 
that length, and for an increase in their wages of 
that percentage. 

This matter was handled in a thoroughly open and 
fHusinesslike way, the employees presenting their re- 
quirements through a committee which was received 
by the company and subsequently their requests given 
careful and liberal consideration within the ability of 
the directors. 


Stanley Works Salesmen Meet 


HE Stanley Works, New Britain, Conn., held their 

sixth annual salesmen’s convention at New Britain, 
from July 14 to 17 inclusive. A program was laid 
aut for each day with sessions from 8.30 to 1.00, and 
during the afternoons either entertainment or a jour- 
ney to different parts of the factory was in order. 

E. A. Moore, president of the company, gave a talk 
on general conditions of business at the present time; 
Cc. F. Bennett, vice-president, gave the salesmen a 
new thought on selling policies, and Walter Hart, 
second vice-president and general superintendent, in- 
troduced new goods and talked on general factory con- 
ditions as they would interest the sales force. 


To bring the meeting to a happy ending, the entire 
office force journeyed to Lake Compounce, July 17, 
where they enjoyed a real banquet and all sorts of 
amusements. 


Move Pacific Branch 


HE Western branch office of Walden-Worcester, 

Inc., of Worcester, Mass., pioneers in the manufac- 
ture of socket wrenches have moved to larger and more 
centrally located offices at 487-91 Monadnock Building, 
San Francisco, Cal. L. A. Raasch is branch manager. 
Associated with him is R. K. Flanagan. 


Obituary 


JAMES ALLEN MUNROE, a member of the Boston firm 
of Burditt & Williams Co., hardware, with a store 
on Summer Street, died last week at his home on 
Chester Street, Cambridge, aged 75 years. Mr. Munroe 
was in his second year at the Cambridge High School 
when the Civil War broke out. Dropping his studies, 
he enlisted in Co. A, First Regiment of Massachusetts 
Volunteers. He fought in the battles of Yorktown, 
the first Bull Run, Williamsburg, Gettysburg, Fort 
Fisher, Fort Harrison and Chancellorsville, and was 
wounded at Fair Oaks. He served throughout the war, 
however, and when discharged held a first lieutenant’s 
commission. Shortly afterward he entered the firm of 
Burditt & Williams. At the time of his death he was 
treasurer of the corporation. Mr. Munroe is survived 
by a son, Arthur J., and two brothers, Nathaniel and 
George H. Munroe. 

WILLIAM E. BOWDEN, treasurer and sales manager 
of E. & F. King & Co., Inc., an old-time Boston 
paint and oil house, died last week at his home in 
Marblehead. Mr. Bowden was born in that town in 
October, 1870, was educated in the public schools there, 
took a business course at a Boston school and then 
entered the employ of the King company. He was at 
one time vice-president of the organization, but gave 
up such duties to become treasurer and sales manager. 
He was a member of the New England Paint & Oil 
Club, and at one time one of its directors. He is sur- 
vived by a wife, son, daughter and one brother. 


W. S. Ashby, advertising manager of the Western Clock Co., La Salle, Ill., writes that 
the only incorrect advance estimate made in regard to the big Westclox picnic was on 


the necessary ice cream to feed the cohorts. 


Three hundred gallons had to be almost 


doubled. The pictures below show a few of the happy clock makers on this big outing 
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Letters of aSales Manager to His Men 
XXITX 


This is the twenty-ninth of a series of sales letters, which, 
though intended primarily for traveling men, will be of interest 
to every member of the trade. They were written by the sales 
manager of a great hardware jobbing house to a corps of sales- 
men who in the last eight years have doubled the business of 
the firm. The letters are really short editorials which prefaced 
actual merchandise instructions. The author has consented to 
their publication at the solicitation of HARDWARE AGE, in which 
they will appear in succeeding issues through the year. 








The Fear of Defeat 


NE can read much these days, from the pens of expert directors of 
salesmen, about how to bring out the very best in a salesman. The 
arguments advanced are all logical. Ginger talks, peppery paragraphs, 
slogans, corporation pride, these all have their places, but I have always 
held that real ginger, the real pep and go, the strong push, has its begin- 


ning within a man himself. 


I suppose the reason I say this is because I do not believe all the ginger 
letters in the world would arouse a man’s fighting blood as a salesman, 
were it not that within all of us there is and always has been a real dead-in- 
earnest desire to beat the other fellow to it. . 


It has always seemed to me that the “fear of defeat” (not the thought 


of defeat) has always been the greatest spur. 


When I say “fear” I do not mean the humiliation of defeat in the eyes 
of my friends, but I mean the fear that if I do not make good, if I do not 
win, I might find myself out in the street, hungry and cold. 


It’s that kind of fear that makes a man scratch. 


So continuously have I thought about this that I am resolved that I 
can take ten men with fear of defeat thoroughly implanted within them, 


and beat a hundred time servers. 


If you are not on this kind of a platform now, get there at once. 


Realize that failure means disaster and that success means self-preser- 


vation. 


If you want to grow from a mere chip on the sea of life, you want to 
swim it with just the kind of desperation the man possesses who knows he 
will drown if he doesn’t. That’s the kind of salesmen that are history 


makers. 


That’s the only kind of a salesman that can win in this day and age. 
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EDITORIAL COMMENT 








The Confession of 
An Optimist 


C. THOMAS made an important ad- 
e dress at the New Orleans conven- 
tion of the Southern Hardware Jobbers As- 
sociation last spring. At that time this well 
known and influential hardware wholesaler 
was exceedingly pessimistic regarding the 
future of the hardware business. He felt 
that it was no time to buy heavily, and he 
put his thoughts in forceful words. 
Business—good, clean, healthy hardware 
business—has convinced this big Tampa 
wholesaler that he was mistaken, and with 
characteristic frankness and force he told 
about it in an address before the Tampa Ro- 
tary Club a few days ago. Mr. Thomas so 
clearly expressed his confidence in conditions 
as they exist that the balance of this editorial 
page will be devoted to extracts of his re- 
markable address. He said: 


At the outset, I wish to make a confession. During 
the darker days of the world-war and for some time 
following the armistice, I entertained the gravest 
forebodings as to the business situation and especially 
with regard to the outlook for the immediate future. 
In common with a majority of the business men of 
the country, I apprehended serious consequences, as 
the outgrowth of the unprecedented and hitherto un- 
imaginable conditions the war had brought about. 

The unexampled demands, the uncontrollable 
prices, the inflation of values, the disruption of 
credits, the disturbance of transportation, the intri- 
cacy and enormity of taxation, the carnival of “big 
figures” which attended the convulsions of world-wide 
conflict, had so complicated and confused the trade 
and commerce of this and all other countries that all 
the old, established landmarks were lost and it was 
impossible to steer a course by the previously 
accredited charts. Hence it was that business men 
generally felt unsettled and uncertain, their un- 
certainty leading to doubt, their doubt to depression, 
their depression to despondency—and out of this 
state of mind evolved a pessimism that threatened to 
become universally prevalent. 

I am ashamed to admit now that I acquired the 
habit. But when I attended the recent annual con- 
vention of the Southern Hardware Jobbers Associ- 
ation, of which I was president, and met and mingled 
with the leading men of the hardware trade and the 
directing spirits in other important lines from all 
sections of the country, I began to see the light 
breaking through the clouds. 


The Birth of Optimism 


HERE was manifest a change of view on the part 

of American business. Men had begun to use, 
once again, the accents of hope and confidence and 
optimism. Instead of ruin, they could again foresee 
prosperity. Every day since then has added to the 
completion of my conversion; until I stand before you 
to-day as a business man who has left far behind, 
as a quickly vanishing shadow, the war-made state 
of mind, and who feels in every fiber of his being, the 
firm conviction that American business is entering 
upon the brightest era in its entire history— a period 
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of activity, of industry, of constructive progress and 
of prevailing prosperity such as the world has never 
known. 

I am fortified in this conviction not only by develop- 
ments and indications in our immediate territory, 
affecting my own business, but by every expression 
that comes to me from the outside world. Less than 
six months ago, every advice from experienced 
sources was that it would be suicidal to make any 
contracts for future delivery of goods. Basic mate- 
rial men could not be persuaded to sign up for any- 
thing beyond their immediate needs. Without a 
single exception all of these now admit that they 
were wrong. They did not see, at the time, what 
was coming—the quick recovery from war conditions 
—the awakening of industry to the astounding, in- 
creasing demands of peace. 

Coming to Tampa from Georgia, I established the 
Tampa Hardware Co. in 1900, with a modest capital 
of $15,000, and with a working force consisting of 
myself and a negro porter. Beginning as a retail 
concern, it was scon found practicable to embark in 
the jobbing field. 


The Business To-day 


O-DAY, the Tampa Hardware Co., has $200,000 

capital, with a surplus of $100,000; instead of 
one employee, it has 60; it has 10 traveling men 
covering the entire state; it has paid more than 
$100,000 in dividends, besides greatly enlarging its 
facilities, and occupying a large modern building; it 
is the only exclusive wholesale hardware concern in 
Florida; and its business will considerably exceed 
$1,000,000 this year. 

Instead of a small store, selling small articles to 
individual users, it has now six busy jobbing depart- 
ments selling, in one year, more than $1,000,000 
worth of goods—an annual business of $500,000 in 
light hardware, $250,000 in talking machines and 
records, $150,000 in automobile accessories, $150,000 
in automobile tire casings, $100,000 in sporting goods 
and $100,000 in hotel supplies. Each of these de- 
partments is steadily growing and the company is 
carrying to-day the largest and most complete stock 
it has ever carried—and, regardless of the recent 
feeling of doubt which influenced a decision to buy 
lightly and only for the immediate demand, we are 
now buying more liberally and more heavily than 
ever, knowing full well that we can make no mis- 
take. 

No man can study conditions and indications, not 
only locally, but throughout the country, and not 
become an optimist—not with the optimism of the 
hazy, rainbow-chasing kind, but the optimism of at- 
tested fact. 

This sentiment is prevalent throughout the United 
States and comes to me daily in letters from repre- 
sentative concerns. 


Activity in Construction 


Scone agitation has been noted locally with respect 
to building. No line of activity is more promising 
than the construction industry. Locally, I may illus- 
trate this by the fact that while, for our fiscal year, 
May, 1918, to May, 1919, we did not buy a single 
carload of building material, such as sash, doors and 
blinds, we have already, since May, 1919, bought 12 
carloads. 

The reason for the building activity is not hard 
to find. In three years there has been practically no 
building, owing to high prices and shortage of labor 
and other war conditions which made it impossible to 
complete buildings within a reasonable time. As 
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the average builder in every city will average 8 per 
cent a year, we have an accrued shortage of 24 per 
cent in houses and apartments, which shortage must 
and will be supplied within the next year. 

When we remember that the construction industry 
of the United States is the largest industry in the 
world, with a great diversity of interests and a wide 
geographical distribution, that the normal amount 
spent annually in the United States on public con- 
struction alone reaches a billion dollars, we can 
readily understand what the accelerated activity of 
this industry will mean to the general prosperity of 
the country in the immediate future. 


The General Public Prosperous 


HEN we remember also that, despite the exces- 
sively heavy drains made upon the individual 
purse by war loans, war charities and war prices, the 
additional accumulations in American savings banks 
during the years of the war amount to between three 


VU DAVAUDALEUDALOSGUGEDAE EDEL VDSS 














eesueneoeceneuaueenaseniseeniaty 


TRADE CONDITION 


and Iron, Steel and Hardware Prices 


59 


and five billions of dollars and that, at the same time, 
the amount of money in circulation in the United 
States has increased from $34.53 per capita in 1914 
to $50 in 1918, we can have no doubt of the financial 
well-being of the general public. 

So, the man who is delaying business enterprise 
now in the hope that prices will come down has been 
well likened to the man who sits on the shore of 
the ocean waiting for the water to evaporate so he 
can run his motor car to Europe on the bed of the 
sea. 

The Tampa Hardware Co. is not in that class. 
We are going ahead with the utmost confidence in 
the stability and the substantial progress of our ter- 
ritory, and I pass this thought along to each of you: 
Keep moving; keep up with the procession, or, if you 
can, a little ahead of it. If you hesitate, if you 
stand still, you will be left hopelessly behind—and, 
once relegated to the rear, you’ll find it a next to im- 
possible job to regain your place at the front. 
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A review of the week’s business, with notes on tendencies prevailing 
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NEW YORK 


Office of HARDWARE AGE, 
New York, July 28, 1919. 


CLEVELAND manufacturer, who was recently 

in New York arranging for representation of 
factory products abroad, said that in his opinion prices 
instead of going lower would continue to advance, and 
that during the Fall and Winter there was likely to 
be a pronounced scarcity of merchandise. That the 
labor situation was not bothering them over much 
because while they were paying high wages they 
were getting increased prices also for their output. 
What labor does not usually comprehend is that the 
more insistence on extravagant pay the more they 
themselves have to pay for their needs, in other words, 
there is undue inflation that will have to stop some 
time. 

Appreciating the prevailing conditions, a leading 
wholesaler says they are buying liberally and stock- 
ing up on all staple lines. That their sales are abnormal 
for the mid-summer period and almost as brisk as 
during the Spring season, which were very good. That 
distribution is not confined to seasonal goods, but 
is general in character, covering standard hardware 
of innumerable kinds. In view of the prevailing con- 
ditions they are optimistic on the outlook and are 
backing their opinions by an increase in their staff 
of traveling salesmen as well as filling warehouses. 

Customers are liquidating their accounts remarkably 
well, and the proportion of retailers discounting their 
bills, already large, is constantly increasing with more 
of them taking advantage of this easy, practical way 
of making money than ever in a long time. Another 
favorable factor is that despite the recent long, con- 
tinued rains, and heavy precipitation, business has 
gone along satisfactorily, rain or no rain, this being 
the experience of men doing a relatively small trade 
who ordinarily would complain. 

The manager of a large wholesale house says that 
trade conditions appear to him as in moie than excellent 
shape, and that they have faith that mercantile busi- 
ness will prove acceptable for the next ten or twelve 
months along the line of plain, ordinary, good trade. 

There are quite frequent advances in prices and the 
prospect is for more of them. The manufacturer of a 
standard line of bells advanced them recently from 5 
to 10 per cent, and pruning shears have gone up about 
10 per cent. Some producers of sash cord have with- 
drawn from the market as they are booked up on 


orders with no cord to sell. Among manufacturers’ 
direct representatives they speak of good trade and 
much effort to get an adequate supply of merchandise. 
Copper is constantly moving up and is likely to keep 
on doing it, from present indications, which will affect 
many lines of goods. House building and allied con- 
struction work is expanding fast, all of which means a 
much greater consumption of commodities. 


Copper.—The upward tendency in the copper market 
continues, and copper sheets, mill shipments, are 33%¢c. 
per lb. base, with the customary 2c. per lb. added for 
smaller lots out of stock, New York. 

Bare copper wire, for electrical purposes, mill shipments, 
carload lots, is 26%4c. per lb. base. Business is said to be 
excellent and as good now as before the war or during the 
war, with a very large demand and production slow. 

Linseed Oil.—Consumption of linseed oil for this 
period of the year is large. There is, for instance, 
considerable painting which has been deferred in some 
cases for years. What is forcing prices of linseed oil 
higher is the larger demand both from domestic and 
foreign sources, some of which have long been cut off 
and also the general revival in business. 

Linseed oil, in 5 or more bbl. is $2.20; less than 5 bbl., 
$2.23, and carloads are quoted on the basis of $2.17 per gal. 
These prices also. apply to state and western oil as well as 
city brands. Prices are quite uniform up to the end of 
October, and in_ some cases crushers are quoting carloads, 
November and December at $2.02 per gal. There are also 
about two or three who are quoting January to June, all 
months or none, at $1.97 per gal. 

Wire Nails.—The demand is constantly increasing, 
and the mills are behind in shipments on the leading 
sizes. The building program throughout the country 
which is continually increasing in volume is greatly 
widening the market for nails. Some of the merchants 
have instructions that before taking much more busi- 
ness they should communicate with the makers. 

Wire nails in store are quoted at $4.10 base per keg and 
carted by the jobber, $4.20. 

Cut Nails.—The congested situation in cut nails is 
not improving, but getting worse. One of the largest 
of the few makers of cut nails is 6 to 7 weeks behind 
on orders. Stocks in this line are most badly broken 
on 8-d flooring nails, which are getting scarcer all the 
time. There is a fair demand for exports, but orders 
cannot be accepted because of inability to execute them. 
. Sut nails, in or out of store, are still held at $5.75 base per 
eg. 


Naval Stores.—There has been a slower market for 
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turpentine lately, so far as quantity distributed is con- 
cerned. Stocks in yard, in this vicinity, have been so 
depleted that some holders are hesitating about selling 
more owing to fear of being caught without supplies 
on contracts already in hand. This is because of the 
pause in coastwise shipment, owing to the strikes of 
marines. While stocks at southern primary points are 
not heavy, they are believed to be adequate if they can 
be transported. 

Turpentine, in yard, is $1.35 per gal. and likely to go 
oe common to good strained, in yard, on the basis of 
280 Ib. per bbl. is $16.75, and D grade $17.50 per bbl. 

Rope.—There is very little to say that is new regard- 
ing the rope market, with prices on the same level as 
our last quotation. In this immediate territory the 
strike of marine employees for the time being naturally 
cuts down the purchases of rope. The Manila hemp 
fibre market is somewhat unsettled. During the last 
two or three weeks business has picked up somewhat 
and prospects seem good for business in the fall and 
after the vacation period. 

Rope prices are as follows: Manila rope, %-in. diam, and 
larger, highest grade is 27c.; second grade, 26c., and hard- 
ware grade, 24c. Sisal rope, %-in. diam. and larger, highest 
grade, 28c., and second grade 20c., base per lb. Sisal, hay, 
hide and bale ropes, medium and coarse, are, first quality, 
23%c., and second quality, 20%4c. base per lb. 

Window Glass.—Both demand and inquiries are in- 
creasing quite considerably for this period of the year, 
when but little business is expected during July and 
August. This commodity has been in a comatose state 
for months, but trade is unquestionably picking up. 
One interest speaks of quite a large order to be used 
in the construction of trolley cars, where there is some 
50 to 60 per cent more glass being used than before the 
war. We learn that some of the factories producing 
hand-made glass expect to start by Aug. 15 to Aug. 20 
and work approximately four months. Of course, there 
is no Government embargo now, but manufacturers 
have evidently made up their minds not to accumulate 
a burdensome amount of glass, but to make all that is 
likely to be needed. This is equivalent to, in a measure, 
practically guaranteeing the jobbers against any de- 
cline in price. 

A, single thick, all sizes, 79 per cent; B, single thick, all 
sizes, 80 per cent: A, double thick, all sizes, 80 per cent, 
and B, double thick, all sizes, 82 per cent discount from 
jobbers’ lists. All quotations are subject to stocks on hand. 


Notes from Manufacturers on Prices 


Art Brass Co., Inc.—The Art Brass Co., Inc., 299 E. 134th 
Street, New York, announces an advance in prices on San- 
O-La Bath Room fixtures to take effect Aug. 15. We are 
advised that all orders placed with the company before Aug. 
15 will be accepted at present prices. 

Battery Boosters & Chargers, Rheostat and Rectifiers.— 
France Mfg. Co., Cleveland, Ohio, quotes accessories as 
follows, namely: Battery Boosters, alternating current 
(“F.-F."") ea. $15.00 and_up; Direct Current (“F.-F.’’) ea. 
$24.00; Farm Lighting (‘“F.-F.”") ea. $24.00. Rheostats, D. C. 
Charging (“F.-F.”) ea. $24.00; Farm Lighting (“F.-F."’) 
ea. $24.00. Rectifiers, Magnetic (“F.-F.’’) ea. $15.00 and up; 
Current (‘“F.-F.’’) ea. $15.00 and up; Battery Charging 
(“F.-F.’’) ea. $15.00 and up; Battery chargers (“F.-F."’) ea. 
$15.00 and up. 

Blacksmith Aprons, Rasps and Horse Nalls.—The Living- 
ston-Cooper Corp., 131 E. 23d St., New York, now quotes 
Star Brand, leather blacksmiths’ aprons, Livingston list, 
advanced July 1 on acount of the increased cost of leather, 
at a discount of 10 per cent. There has been a reduction in 
horse rasps, branded “W. L. Cooper,” Star, 18-in. plain, 
slim, per doz. $6.50 to $7, and 14-in. tanged, slim, per doz. 
$6 to $6.50. Horse nails are now quoted from following list, 
namely: 

Nos.8 4 5 6 7 8 9 10 2 6 6 

90 55 28 25 24 23 22%6 2216 22% 22%c. per Ib., 
from which there is a discount upon Anchor Brand of 25 per 
cent and Western Brand, 30 per cent. 

Casters.—The M. B. Schenk Company, Division of the 
Bassick Company, Meriden, Conn., quotes Yale casters at 
25 per cent discount. 

Cement.—The L. W. Ferdinand Company, Boston, Mass., 
quotes linoleum, 20th Century cement, at 3.20 per gal. 

Clippers.—The Chicago Flexible Shaft Co., Twelfth Street 
and Central Avenue, Chicago, Ill., quotes advances on horse 
and sheep clippers as follows, namely: No. 2 Chicago horse 
clipper, each $16; Stewart’s No. 1 ball-bearing horse clippers, 
each $12.75; Stewart’s new model sheep shearing machine, 
each $19.25: Stewart enclosed gear shearing machine, No. 8, 
each $17; Stewart ball-bearing enclosed gear sheep shearing 
machine, No. 9, each, $19.25, and A-1 toilet clippers and A-2 
fetlock clippers at $1.40 each, all subject to a discount of 25 
per cent. 

Control! Lock.—The Monarch Metal Weather Strip Co., 412 
Forest Park Blvd., St. Louis, Mo., quotes its factory pivoted 
steel window stay or contro] lock, fused to automatically 
close in case of fire, at each $2. 

Door Mats and Box Straps.—The Acme Steel Goods Com- 
pany, 2834 Archer Ave., Chicago, Ill., quotes door mats at 
40-10 per cent discount, and Acme embossed box straps, in 
cases, at 15 per cent off. 

Drills.—The Parker Supply Co., 785 E. 135th St., New 
poiveser | quotes drills for brick and stone, at 45 per cent dis- 
count. 

Elbows and Shoes—The Ferdinand Dieckmann Co., Cincin- 
nati, Ohio, quotes galvanized steel and terne elbows and 
shoes, plain round and round corrugated as follows: 29 Gauge 
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70 per cent, 28 Ga. 60 per cent, 26 Ga. 50 per cent, 24 Ga. 25 
per cent discount; on square corrugated A. & B. and Octa- 
gon, 29 Ga. 55 per cent, 28 Ga. 50 per cent, 26 Ga. 40 per 
cent, 24 Ga. 15 per cent discount. On galvanized Armco A. 
I. I, Toncan metal, genuine O. H. iron, Lyon ore metal, 
charcoal iron and Keystone C. B., elbows and shoes, plain 
round and round corrugated, 28 Ga. 55 per cent, 26 Ga. 45 
per cent, and 24 Ga. 20 per cent discount; square corrugated 
A. & B. Polygon and Octagon, 28 Ga. 50 per cent, 26 Ga. 40 
per cent, 24 Ga. 15 per cent; 14 0z. and 16 oz. copper elbows 
and shoes, all designs, 20 per cent discount. Portico elbows 
(1, 1%, 1%, 2 in.) galvanized steel or terne, 50 per cent, and 
tubing 45 per cent. These discounts apply to the company’s 
catalogue No. 25 and discounts on round apply on sizes 2 in. 
to 6 in. inclusive. Freight allowed on 15 doz. or more; less 
than 15 doz. f.o.b. factory. Terms, 30 days net, or 2 per 
cent ff, payment in ten days. 

Grass Hooks.—The North Wayne Tool Co., 1408 Ford Bldg., 
Detroit, Mich., quotes Quick Clerk assortment grass hooks at 
$4.75 per doz. 

Files and File Handles—The Grover File Company 
Nashua, N. H., quotes J. B. G. files at disc er 
— and file handles, list net. Kaisa 

y Traps and Gas Globes.—The Safety Wire Gas Globe 
Co., 82 West State St., Columbus, Chio. quotes Columbus 
Sanitary fly traps, uer doz., $1.10, and per gro. $12. Protect- 
a-lite gas globes Nos, 1, 2, 3, 5, 6, 7, 8, 9, 11, 15, 16 and 17— 
_ Fas — = vy Ry per cent discount and gross 

) -5 r cent. Nos. 4, , 12, 13 a 
— all prices f.o.b. factory. a ee a ee 

rinders.—S. Cheney & Son, Manlius, N. Y., have adva 
the prices of their grinders approximately 25 per cent a 
list prices and are now getting out a new list which will be 
distributed to the trade as soon as ready. 
sen Gea conte eaneenthe Crescent Co., Meri- 

> +» Quotes Orien Kk ‘ I 
ots car Gal dae ack saw blades and frames at 

Hinges.—The Chicago Spring Butt Co., 334-34 ni 
Court, Chicago, Ill., quotes non-hold back rind necks 
at 45-10-5 per cent and non-hold back screen door, steel 
Nos. 505-1505 at 25 per cent discount. , ; 

orse Nails.—The Union Horse Nail Co., 1506 West Twen 
ty-second Street, Chicago, Ill., quote r he i Jo. 5 
~— = = = per cent discount a a 

unt-Helm-Ferris & Co.—The Hunt-Helm-Ferri 
Harvard, Ill., quote on their Star line as Glue: “aaen 
door hangers, cannon-ball non-adjustable, per doz. $28, and 
canon-ball adjustable, per doz. $32, subject to a discount of 
35 per cent. Twentieth Century hangers, per doz., $25, dis- 
count 40 per cent. Flexo hangers, per doz. $18.25 and 35 per 
cent discount. Harvester and Peerless hay carriers, dis- 
count 331/3 per cent. Track, track hangers and brackets 
3831/3 per cent discount. Slings, forks, pulleys, etc dis- 
count 25 per cent. Tank ‘heaters, Star (all each), $22.50: New 
Star, $22.50; Black Jack No. basket grate, $8.93; "Black 
Jack No. 2 basket grate, $11.48; Black Jack No. 1 flat grate 
$8.50; Black Jack No. 2 flat grate, $10.63; Standard No. 1. 
$4.88; Standard No. 2, $6.18; Harvard No.'1, $5.20: Harvard 
No. 2, $6.83 each net. Wire stretchers are as follows: El- 
wood Rod, No. 191, per doz., $11.05; Elwood Pattern No. 190 
per doz., $10.20; Little Giant, Sr., per doz. $9.78; Star, No. 
482, plain bearing, $14.45; Star, No. 483, roller bearing. 
$15.30 net each. Stalls and stanchions, discount 20 per cent. 
pag Benge A mec —_ discount. Overland coaster wag- 

n iscount, a 5 

pec A oaalley nd Star coaster wagons, 15 per 


Jacks and Chains—The Rowe Calk & Chain Co., Pl i 
face So ~— jacks at 25 per pin per 
-O-Gri raction chains i i : 25 
a eae ae or solid tire trucks, also 25 
Cc. E. Jennings & Co.—C. E. Jennings & Co 1 é 
Street, New York, quote revisions as follows, Sleater "an 
rous ship augers_and bits, 12% per cent. Carpenters’ tool 
chests, list, net. Wood saw blades, 10 per cent discount. 


Latches, Cellar Sets and Barn-Door Rail.—The Nation: 
Mfg. Co., Sterling, Ill., quotes revised prices as aun on 
Washburn door latches, No. 28, per doz. $2.25 and all-steel 
oe _ 29, ae doz., $2.50. No. 70 Sherardized 

w sets, per doz., 85, 
ai oor ae ee Z., $1.85, and braced barn door 


Lawn Seeders and Lawn Mower Repairs—The P i 
enn 

Lawn Mower Works, 1615 No. Twenty-third direct Pu. 

gang len gm oscad ie Pigs seeders at $25 list, each 

iscount, f.o.b. iladelphia, ’ 5 

pair parts are 40 per:cent discount. “ a 


Lebanon Machine Company.—The Lebanon Machi - 
pany, Lebanon, N. H., quotes revisions on pane Gant” tte 
as follows: No. 112 high speed, Z twist, 25 and 10 per cent 
discount; No. 2308 bright, hollow, 50 per cent; No. 3308 fin- 
ished shanks and edges, profile brand, 50-10 per cent; No 
4308 natural twist, edges finished, 60 per cent discount. 
Open center, dowel and tapping bits, No. 105 high speed, Z 
twist, 25-10 per cent discount; open center, pyramid point 
Pr pmaod ys 4 —_, -~ machine bits, patented, screw point. 

ent discount. Open center, tree nail augers F 
are 50 per cent discount. a es a 

Lines.—The Turner & Stanton Company, Norwich 
quotes cotton lines as follows, i. e.: Solid braided prom 
mason’s and awning lines, list plus 30 per cent; braided 
peli ge Manage 20 per cent discount; white cotton clothes 

, us er cent; 
mec Ry p cotton shade cord, list plus 30 

Measuring Tapes and Rules.—The Lufkin Rule Co 
Saginaw, Mich., has revised prices as bee “ual: 
Measuring tapes, steel and bend leather, each, list plus 10 
per eent; pocket and ass skin tapes, list net; metallic meas- 
uring tapes, list plus 25 per cent; steel board rules, list net 
and hickory board rules, 10 per cent discount. i 

Mops.—The E. H. Tate Mop & Cordage Co., 67 Sudb 
Street, Boston, Mass., quotes mops. best e, 00. 
and slasher mops 27c. per lb. “ ee ae Tee 


Morgan Mfg. Co.—The Morgan Mfg. Co. quotes M 
—. peg ghey = pe cent ee and Morean spark —— 
r cen scount, accordin, R 
pts ged tie Sy g to kind. Morgan tire 
Ollers.—The P. Wall Mfg. Co., Pittsburgh, Pa uot 
bench oilers at 70 and 10 per cent and { ts @ and 
10 per a ae Dp t and railroad oilers 60 and 

arallel Vises.—The Athol Machine Co., Athol, Mass 
quotes revised price on parallel, 600 line, ; ; it 
25-5 per cent discount. . a a 
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CHICAGO 


OFFICE OF HARDWARE AGE, 
Chicago, July 26, 1919. 


ONDITIONS in the hardware market throughout 
this section are very gratifying, particularly from 
the selling angle. Local jobbing houses have been 
crowded with orders for several weeks past, and have 
been obliged to work overtime to get their orders out. 
Retailers also are expressing surprise at the attitude 
of the consuming public. ‘There seems to be very 
little difficulty in getting the high prices now in vogue, 
and the better grades in practically all lines are the 
best sellers. This is particularly true in the farming 
sections. Practically every line of hardware is showing 
increased sales. This is especially noticeable in such 
lines as electric washers, refrigerators, gas stoves, 
silverware, sporting goods and automobile accessories. 
Naturally there is considerable interest manifested 
in Chicago and near-by districts in the outcome of the 
strikes and lock-outs in the building trades, which 
have virtually put a stop to new building operations 
for the time being. If the present condition continues 
there will undoubtedly be a heavy falling-off in sales 
of carpenters’ tools and builders’ hardware, but as 
yet there has been slight loss. Jobbers and representa- 
tives of builders’ hardware manufacturers report 
business on a much better plane han had been expected. 
High rentals are inducing many to go ahead with the 
erection of new flat buildings, and there is a decided 
increase in home building. If the strikes are settled 
within a reasonable time, and it now appears that they 
will be, builders’ hardware and allied lines will expe- 
rience almost a boom in sales. There are some indica- 
tions of advances in builders’ hardware. Some of the 
larger firms have already announced advances in the 
prices of padlocks, and there are rumors of higher 
prices in the near future on butts and hinges. I have 
recently seen a letter written by the sales manager of 
a large builders’ hardware concern, in which he stated 
that a continuance of the present .conditions regarding 
material and labor would necessarily force a readjust- 
ment of selling prices to a higher level in the near 
future. The writer also declares that there is evidence 
of shortages in many items. His firm is not accepting 
orders for shipment after October first, at present 
rices. 
There is a very decided scarcity of hickory and other 
hardwood timber, and as a result wood single-trees and 
eveners have taken an advance of approximately 10 
per cent. Copper products also register an advance, 
the discount on copper rivets and burrs being now 20 
per cent as against 30 per cent a short time ago. Sheet 
copper is now being quoted by local jobbers at 37%c. 
per lb., f.0.b. Chicago. 

Rope manufacturers are reported to have been offered 
concessions in sisal fiber recently, indicating a weak- 
ness in the sisal fiber market. However the rope 
makers still have large stocks of high priced fiber on 
hand, and have not as yet reduced rope prices. : 

Conditions in the watch and clock field are growing 
serious. Some of the local jobbers have notified the 
trade that they will accept orders for watches and 
alarm clocks only at prices prevailing at date of 
shipment. They assert that the watch and _ clock 
manufacturers have held them to similar conditions 
for the last 18 months. 

Collections are uniformaly good and cash sales are 
above normal. 


Axes.—The axe situation, so far as orders are con- 
cerned, continues to show improvement. Retail dealers 
evidently believe that lower prices are not to be 
expected in view of the material and labor situation 
and are placing their orders in fair volume. The 
market is very strong and shipments are rather slow. 
There are reports of some price changes on handled 
axes but none on the lines quoted. 

We quote from jobbers’ stocks, f.o.b. Chicago: First quality 
single bitted axes, 3-lb. to 4-lb., $14 per doz. base. 

Alarm Clocks.—The alarm clock situation varies little 
from that last reported. Manufacturers are months 
behind with their orders and seem unable to get satis- 
factory help. The demand, if anything, is increasing. 
Retail stocks in general are light and jobbers are out 
of various standard makes. They are taking orders 
now subject to stock on hand. 


We quote from jobbers’ stocks. f.o.b. Chicago: The Amer- 
fean alarm clock, in less than dozen lots, $11.04 per doz. ; 
dozen lots, $10.64 per doz.; case lots of 4 doz., $40.37 per 
doz.; Lookout alarm clocks, less than dozen lots, $13.87 per 
doz.; dozen lots, $13.46 per doz.; case lots of 2 doz., $13.07 
per doz.; Tattoo alarm clocks, dozen lots, $25.45 per doz. ; 
case lots of 50, $24.85 per doz. Slumber Stopper, radium 
— dozen lots, $32.15 per doz. Big Ben and Baby Ben, $2 
each. 


Babbitt Metal—The demand for babbitt metal is 
steady and in fairly good volume. The market is 
holding firm at present prices and if any changes are 
made they will probably be in the nature of advances. 
Retailers are keeping stocks at a comparatively low 
level but the aggregate of sales is good. 

We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
babbitt metal, in full boxes, 9c. per Ib.; Revenoc brand, in 
full boxes, 18¢c. per Ib. 

Coil Chain.—Sales of coil chain are showing im- 
provement due mainly to the fact that the haying 
season is now on. Many dealers who had purchased 
to cover their estimated wants are finding their stocks 
inadequate to meet the demand. During the past 
week tocal jobbers have advanced prices %c. lb. 
Deliveries are fairly satisfactory. 

We quote from jobbers’ stocks f.o.b. Chicago: Standard 
proof, fire welded coil chain, % in., 9c. per Ib. 

Eaves Trough and Conductor Pipe.—Unusually heavy 
future orders are being booked by the makers of eaves 
trough and conductor pipe and plants in the Chicago 
districts are working to capacity. Jobbers report an 
exceedingly good demand with only fair stocks on 
hand. Much of the output is being used on repair 
work but there is considerable demand for new build- 
ing. Present prices are firm and there is nothing at 
present to indicate a decline, in fact, advances are 
more to be expected. 

We quote from jobbers’ stocks, f.o.b. Chicago: 29-gage, 
lap joint eaves trough, 5 in., $5.15 per 100 ft.; 29-gage con- 
ductor pipe, 3-in., $6 per 100 ft. These prices are for full 
crate lots. 

Files.—Sales of files have improved greatly during 
the past month due, probably, to an increase in building 
operations. With the strikes now in progress this 
demand is showing a slight falling off. Jobbers report 
stocks in very fair condition with deliveries better 
than for some time past. The price revision quoted 
last week has been generally accepted by jobbers and 
dealers of this section. 

We quote from jobbers’ stocks, f.o.b. Chicago: Nicholson 
files, 57% per cent discount; New American, 60 per cent 
discount; Disston, 50-10 per cent discount; Black Diamond, 
50-5 per cent discount. 

Glass, Putty and Glaziers’ Points.—Sales of glass, 
putty and glaziers’ points continue below normal, due 
to the fact that there is less in the way of building 
operations than during the years before the war. For 
some weeks sales had shown a decided gain but the 
tie-up in building due to strikes and lock-outs has put 
a temporary damper on the demand. Manufacturers 
are reported to have been carrying large surplus stocks 
but these stocks have been cut materially. The present 
prices are held very firmly. 

We quote from jobbers’ stocks, f.o.b. Chicago: Single 
strength A, all sizes, 77 per cent off; single strength B, first 


three brackets, 77 per cent off; all sizes of double strength 
A, 79 per cent off. 


We quote from jobbers’ stocks, f.o.b. Chicago: Putty, in 
100-lb. kits, $94.25; glaziers’ points, No. 1, No. 2 and No. 3, 
1 doz. to a package, 65c. per pkg. 


Guns and Ammunition.—Contrary to the general im- 
pression among retailers it now appears that there will 
be no over-supply of guns and ammunition on the 
market this year. The firms who were making am- 
munition during the war have put their forces again at 
work on the old lines and very few companies are left 
in the ammunition field. Guns have exhibited some 
shortage for the past two years and the manufacturers 
are still behind with their orders. Local jobbers 
predict continued shortages in all lines of firearms and 
are advising dealers who have not already placed 
orders to do so as soon as possible. 

We quote from jobbers’ stocks, f.o.b. Chicago: Single bar- 
rel competition shotguns, 12-gage, 30 or 32 in. barrels, plain 
extractor, $7.15 each: with automatic ejector, $7.40 each; 
Standard shotguns, 12-gage, 30 or 32 in. barrel, plain ex- 
tractor, $8.35 each; with automatic ejector, $8.75 each: 
double barrel guns, 12-gage, with hammers, $17 each; ham- 
merless, $20.25 each. No discount. 

o. 22 short semi-smokeless cartridges, $5 per thousand; 
No. 22 short semi-smokeless, rim fire, $11.75 per thousand; 
No. 22 long semi-smokeless, $6 per thousand; No. 32 long 
semi-smokeless, rim fire, $13.50 per thousand. Discounts, 
10-7% per cent. Peters’ target shells, smokeless, 5 drams 
powder, 1% oz. shot, 1 to 10, $40 per thousand; Peters’ 
Referee semi-smokeless, 3 drams powder, 1 oz. shot, 1 to 10, 
$37 per thousand. Discounts 15. 


Galvanized Ware.—Manufacturers of galvanized 
ware assert that their cost of production is constantly 
increasing. This statement is upheld to some extent 
by the recent advance in prices of steel sheets. Sales 
are on a very satisfactory basis, the demand being 
fully as heavy as that during the same period of last 
year. Jobbers are carrying fairly complete stocks 
but no surplus. 
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We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
galvanized tubs, No. 0, $7.15 per doz.; No. 1, $8.80 per doz. ; 
No. 2, $10 per doz.; No. 3, $11.55 per doz.; medium grade, 


heavy galvanized tubs, No. 100s, $13.25 per doz.; No. 200s, 
$15 per doz.; No. 300s, $16.75 per doz.; common galvanized 
pails, 8-qt., $2.70 per doz.; 10-qt., $3.10 per doz.; 12-qt., $3.35 
per doz.; 14-qt., $3.75 per doz.; 16-qt., $4.65 per doz 

Garden Hose.—Garden hose is selling heavily, due 
primarily to the fact that there has been little rain 
this season in the territory served by Chicago jobbers. 
Manufacturers who carry Chicago stock have been 
forced to rush orders to their trade, as early purchases 
were soon disposed of. Prices remain at the same 
level as reported last week, but stocks in general are 
below normal for this season. 

We quote from jobbers’ stocks, f.o.b. Chicago: Crow brand 
Competition hose, not guaranteed, in 50-ft. lengths, 10c. per 
ft.; 3-ply, %-in. guaranteed hose, 12c.; 3-ply, %-in. guar- 
anteed hose, 15%4c.; 4-ply, %-in. guaranteed hose, 14c.; 
4-ply, %4-in. hose, 17c. 

Wood Handles.—There is an ever increasing demand 
for wood handles and shortages are rapidly developing. 
Just now it is almost impossible to obtain second- 
growth hickory in anything like adequate amounts. 
It is reported that some steel goods firms have been 
compelled to shorten their working hours because of 
inability to get handles. Local jobbers are out of 
some standard sizes in hammer, axe and similar tool 
handles. Present prices are firm and an advance 
would prove no surprise to local jobbers. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 1 hick- 


ory axe handles, $3.75 per doz.; No. 2 hickory, $3 per doz. ; 
extra quality hickory, $4.50 per doz.; No. 1 railroad pick 
handles, $4.50 per doz.; second growth hickory hatchet and 


hammer handles, 14-in., $1.50 per doz.; meduim quality 
14-in., 85c. per doz. 

Jack Screws.—Sales of jack screws have been very 
materially cut by the strikes and lockouts in the build- 
ing trades. Road builders, however, continue to buy in 
unusually good quantities. Jobbers’ stocks are in 
very good condition and deliveries are prompt. Present 
prices are very firm. 

We quote from jobbers’ stocks, f.o.b. Chicago: Jack screws, 
standard makes, 40-10 per cent discount from lists. 

Lanterns.—The demand for lanterns is improving 
and jobbers report much greater volume of orders than 
for some time past. Retailers are accepting deliveries 
in good quantity, apparently believine that present 
prices will be upheld. Indications point to heavy sales 
throughout the year. Local jobbers are advising 
dealers to anticipate their wants in order to avoid 
shortages later on. 

We quote from jobbers’ stocks, f.o.b. Chicago: Competi- 
tion lanterns, No. 0 tubular, $6 per doz.; No. 2 tubular cold 
blast, $8.65 per doz. 

Lace Leather.—The demand for lace leather is 
exceptionally heavy at this time, much of the output 
going to the farm trade. There is also the usual 
demand from the manufacturing districts. Jobbers’ 
stocks are in fair condition only and there are rumors 
to the effect that prices will go higher. 

We quote from jobbers’ stocks, f.o.b. Chicago: Raw-hide 
lace leather, %-in., $1.65 per 100 ft.; %4-in., $2 per 100 ft.; 
Chrome lace leather, %-in., $1.20 per 100 ft.; %4-in., $1.50 
per 100 ft. 

Nuts and Bolts.—There has been a tendency on the 
part of the retail trade to hold off ordering nuts and 
bolts in any large quantities but the demand has grown 
so rapidly that they are now forced to come into the 
market. Jobbers report an exceptionally heavy de- 
mand during the past three weeks. The general 
feeling is that prices will not be lowered and may 
possibly go higher. 

We quote from jobbers’ stocks, f.o.b. Chicago: Machine 
bolts up to % x 4 in., 50-10-5 per cent off; larger sizes, 40-5 
per cent off; carriage bolts, up to % x 6 in., 50-5 per cent 
off: larger sizes, 30-10 per cent off. Lag screws, 50-10 per 
— off: stove bolts, 75 per cent off; tire bolts, 60 per cent 
olr. 

Wire Nails.—Local jobbers report that some firms 
manufacturing nails have recently advanced their 
prices but that this advance is not general. However, 
they seem to anticipate higher prices. The mills are 
in many cases sold up on nails for several months to 
come. Jobbers’ stocks are in fairly good condition 
and deliveries are much more satisfactory than during 
the early part of the year. Roofing and special nails 
are very hard to obtain. Local jobbing prices are same 
as last quoted. 

We quote from jobbers’ stocks, f.o.b. Chicago: Common 
wire nails, $3.90 per keg base; cement coated nails, $3.50 per 
keg base. 

Rope.—The demand for rope is showing some im- 
provement but is naturally lighter than normal, due to 
the fact that retailers generally took advantage of the 
low prices on manilla rope some months ago. Rope 
manufacturers have been offered some concessions on 
sisal fibre, which indicates a weakness in the market. 
However, rope manufacturers still have large stocks 
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of high priced fibre on hand and consequently have 
made no changes in rope or twine prices. The present 
condition of the market would seem to indicate that 
sisal rope prices will be lower. If this decline should 
come there may be sympathetic decline in manilla 
rope. The consumer demand is exceptionally heavy 
at this time of the year. 

_We quote from jobbers’ stocks, f.o.b. Chicago: No. 1 ma- 

nila rope, 2744c. per lb. base; No. 2 manila, 264c. per Ib 
base; No. 3 maniia, 2444c. per lb. base; No. 1 sisal, 23%c. 
per lb.; No. 2 sisal, 20%c. per Ib. 
_ Roofing and Building Paper.—Although the tie-up 
in building operations has to some extent cut down 
sales of roofing and building paper, yet the aggregate 
is very satisfactory. Local jobbers are quoting higher 
prices and declare that they are justified. If the 
strikes are settled within a reasonable length of time, 
as it now appears they will be, the demand will 
probably exceed the early estimate. Stocks of dealers 
are below normal. 

We quote from jobbers’ stocks, f.o.b. Chicago: Certainteed 
roofing, one-ply, $1.78 per sq.; two-ply, $2.29 per sq.; three- 
ply, $2.80 per sq.; Major roofing, one-ply, $1.43 per sq.; two- 
ply, $1.84 per sq.; three-ply, $2.25 per sq.; Sentinel roofing, 
one-ply, $1.13 per sq.; two-ply, $1.34 per sq.; three-ply, $1.55 
per sq.; tarred felt, $3.25 per 100 lb.; red and gray rosin 
paper, $50 per ton. 

Spark Plugs.—Sales of spark plugs are particularly 
heavy at this time on account of the tourist travel. 
It is estimated that the sales for this year will be 
fully 144 larger than those of last year. Manufacturers 
are reported to be in arrears with their orders and 
deliveries are slowing up. Local jobbers say it is 
almost impossible for them to maintain stocks to fill 
the demand. Prices are unchanged but are firmly 
held. 

We quote from jobbers’ stocks, f.o.b. Chicago: Hercules 
Giant, lots of 1 to 50, 65c. each; lots of 50 to 100, 6214c. 
each; lots of 100 and upward, 60c. each; Hercules Junior, 
lots of 1 to 100, 40c. each; lots of 100 to 150, 37%c. each; 
lots of 150 and upward, 35c. each. Hel-Fi standard spark 
plugs, lots of 1 to 50, 45c. each; lots of 50 to 100, 42%Mc. 
each ; lots of 100 and upward, 40c. each; Hel-Fi Superspark 
plugs, lots of 1 to 50, 65c. each; lots of 50 to 100; 62%%e. 
each; lots of 100 and upward, 60c. each. 


Sand Paper.—Sand paper sales are much better 
than those for the corresponding period of last year 
but have fallen down somewhat during the past week 
on account of the building trades’ tie-up. Retail 
stocks are about normal. Manufacturers of furniture, 
automobiles and similar lines are said to be heavy 
purchasers. There is nothing to indicate lower prices. 
_ We quote from jobbers’ stocks, f.0.b. Chicago, as follows: 
No. 1 sand paper, best grade, $5.40 per ream; cheaper grade, 
$4.85 per ream. 

_Solder.—The general business on solder is excep- 
tionally good, due probably to the large amount of 
repair work now going on. Jobbers renort no difficulty 
in obtaining stocks, although automobile manufacturers 
and sheet metal workers are in the market for large 
amounts. Prices remain as last quoted. i 

We quote from jobbers’ stocks, f.o.b. Chicago: Warranted 
50-50 solder, case lots, 40c. per lb.; No. 1 plumbers’ solder, 
ease lots, 34c. per Ib 

Steel Sheets.—A part of the steel sheet manufac- 
turers have announced advances in both black and 
galvanized sheets and although this advance is not as 
yet general local jobbers have made similar advances 
on their stocks. The mills report a tendency. on the 
part of the larger buyers, to cover their requirements 
for the next three months under the belief that there 
is no possibility of lower prices and a decided proba- 
bility of higher ones. 

We quote from jobbers’ stocks, f.0.b. Chicago: No. 28 black 
sheets, $5.62 per 100 lb.; No. 28 galvanized, $6.97 per 100 Ib 

Sash Weights.—There has been a great improvement 
in sales of sash weights, the demand being heavier now 
than at any time during the past three years. Prices 
have advanced $2 per ton, due to the increased cost 
of manufacture. Employees in the foundries where 
weights are manufactured have been receiving very 
low wages and it has been necessarv to increase the 
wage scale heavily in order to hold the labor. Jobbers 
are carrying only fair stocks and are making heavy 
shipments direct from the foundries. 

We quote from jobbers’ stocks, f.o.b. Chicago: Sash 
weights in ton lots, $46 per ton; in less than ton lots, $48 
per ton. 

Stove Pipe and Stove Boards.—Local jobbers are of 
the opinion that they are going to be crowded with busi- 
ness when the stove season opens and are advising 
dealers to place their orders for stove pipe and stove 
board at once if they expect to obtain sufficient stock 
to supply the fall trade. Local jobbing houses have 
already sent in their specifications to the manufac- 
turers and when the orders now on hand are filled 
they do not expect to have surplus stocks enough to 
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supply any great amount of trade. Manufacturers 
are said to be working full time and to have orders 
booked ahead for practically the balance of the season. 
Prices are same as last quoted. 


We quote from jobbers’ stocks, f.o.b. Chicago a Stove 
pipe, 30-gage, 6 in., $14.50 per 100; 28-gage, 6 in., $17.25 per 
100; elbows, heavy corrugated, 6 in., $1.80 per doz.; medium, 


6 in., $1.50 per doz.; common adjustable, $1.60 per doz. 
We quote from jobbers’ stocks, f.o.b. Chicago: Square 
erystal stove board, wood lined, 24 x 24, $11.05 per doz. ; 





26 x_ 26, $13 per doz.; 28 x 28, $15.25 per doz.; 30 x 30. 
$17.15 per doz.; 33 x 33, $20.65 per doz.; 36 x 36, $24.65 per 
doz. Square crystal stove boards, paper lined, 18 x 18, $5.90 


per doz.; 24 x 24, $7.15 per doz.; 26 x 26, $7.85 per doz. ; 
28 x 28, $8.75 per doz.; 30 x 30, $10.40 per doz.; 32 x 32, 
$12.30 per doz.; 35 x 35, $15.35 per doz. Prices subject to 
10 per cent discount in case lots. 


Tacks.—Jobbers and retailers are doing a very satis- 
factory business in tacks and the volume of sales will 
probably increase at the opening of the fall moving 
season. Upholsterer firms are in the market for 
large quantities of bulk tacks, while sales from retail 
stores are mainly of the package variety. There has 
been some thought of price revisions but nothing 
official has been announced. 

We quote from jobbers’ stocks, f.o.b. Chicago: Upholster- 
ers’ tacks, 6-0z., 25-lb. boxes, 15%4c. per lb.; bill posters’ 
tacks, 6-o0z., 25-lb. boxes, 15c. per Ib. 

Wheelbarrows.—The strike in the building trades 
has to some extent slowed up sales of wheelbarrows 
but the aggregate of sales is still heavy. There is an 
exceptionally large amount of road work in operation 
at this time and the road contractors are buying heavily 
of the steel barrows. Jobbing stocks are badly broken 
and jobbers seem unable to accumulate a_ surplus. 
Deliveries from the manufacturer are reported as slow. 
There seems little probability of any price reduction 
this season. 

We quote to retailers, f.o.b. Chicago: No. 4 tubular bar- 
rows, all steel, $7 each; common tray or stave barrows, $2.25 
each; angle leg garden barrows, $4 each. 

Wire Products.—There has probably never been a 
season in which wire cloth has been in such demand. 
Jobbers’ stocks are very badly depleted and they have 
been depending on the manufacturers for stock for 
some weeks past. Retailers also report light stocks 
and it is evident that very little wire cloth will be 
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carried over. Sales of barb wire staples, farm fence 
and poultry netting are natuarlly light at this time 
because the farmer is now busy with his harvest. 
These sales will pick up very materially after thresh- 
ing. Sales in poultry netting are for the most part 
of the narrow widths. Present prices appear to be 
very firm and some, in position to know the market, 
are expecting advances. 

We quote from jobbers’ stocks, fo.b. Chicago: Painted 
barb wire, $4.05 per 100 lb.; galvanized barb wire, $4.75 per 
100 lb.; No. 9 plain wire, $3.65 per 100 lb.; No. 9 galvanized 
wire, $4.35 per 100 lb.; staples, plain polished, $4.05 per keg. 

We quote from jobbers’ stocks, f.o.b. Chicago: Poultry net- 
ting, galvanized before weaving, 50 per cent discount; gal- 
vanized after weaving, 45 per cent discount. 

Wire Cloth—We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 12-mesh black, from $2.15 to $2.25 per 100 sq. ft. 
base. This price is for sizes from 24 in. to 48 in. Sizes 
below 24 in. are. 10c. per hundred higher, sizes above 48 in. 
are 40c. per hundred higher. 

Game Traps.—Local jobbers report very good busi- 
ness in game traps in barrell lots, in fact the business 
in traps has shown fully a fifty per cent increase 
during the past week. Present indications are that 
fur prices will be much higher this year than at any 
time in the past. This naturally means that trapping 
will be profitable and trap sales heavv. Local jobbers 
are allowing full freight in barrel shipments. No 
immediate price changes are expected. 


We quote to retailers, f.o.b. Chicago, game traps as fol- 
lows: 


Per Doz. 
—_*-— Per Doz 
Victor— With Without Newhouse— with 


Size Chains Chains 





No. 0....$1.40 $1.07 
me 6 we 1.65 1.23 
No. 11.. 2.48 1.98 
No. 2.... 3.46 2.96 
me. Bice GO 4.19 
No. 4.... 5.87 5.16 
No 9$1.... 3.32 1.89 
No. 91%... 3.29 2.81 
Oneida Jump— 
No. 0....$1.91 $1.46 
No. 1.. 2.25 1.69 
No. 1% 3.36 2.69 
No. 2.... 4.94 4.23 
No. 3. 6.58 5.63 
No. 4. 7.75 6.80 
No. 91.. 2.81 2.23 
No. 91% 3.99 3.28 


BOSTON 


Office of HARDWARE AGE, 
Boston, July 26, 1919. 


as a retail viewpoint, business has been slow since 
last reports. The local trolley strike ended rather 
abruptly, and the retail merchant gave a sigh of relief, 
but his joy was short-lived. Bad business weather, with 
practically no sun, has been handed him in bunches for a 
solid week, which in a large measure accounts for the 
slowing up in public buying. But the retail dealers have 
by no means been idle. Stocks have been gone over 
carefuily, and foundations laid for fall business, which 
has every indication of being entirely satisfactory. 

The shelf hardware jobbers have not felt the slacken- 
ing in business as much as might have been expected 
owing to a number of things, chief of which are vaca- 
tions and the beginning of the switching over from 
spring and summer to fall and winter goods. From now, 
until the last of August, virtually everybody in the 
game takes his or her vacation, and there is so much 
switching about in office forces efficiency gets quite a 
setback. The end of July is sufficiently near to get a 
line on how the month will turn out in a business way. 
So far as we have been able to discover there is not a 
jobbing house in town that does not report gross sales 
well in excess of those for July, 1918, the increase in 
some instances amounting to more than 13 per cent. 
But inasmuch as virtually every jobber has taken on 
additional salesmen and tuned up his working force in 
other ways, his operating expenses for July should run 
ahead of those for last year, and the increase in net 
earnings will not be as large as gross sales would seem 
to indicate. All of the jobbers report heavy bookings 
for fall goods such as sleds, cotton gloves, oil heaters, 
blankets, weatherstrip, etc. Such goods are beginning 
to be invoiced and ought to begin moving out of stock 
within a month. 

Although the shelf hardware part of the business is 
very encouraging, the most striking feature of the gen- 
eral hardware situation to-day is noted in the heavy 
end of the trade. The heavy hardware trade for several 
months has managed to keep busy on various lines of 
goods while standard stock has virtually been at a 
standstill. It is an entirely different story this week. 
Standard lines are really selling moderately freely. 


Consumers do not anticipate higher prices within the 
immediate future because they believe the management 
of the United States Steel Corporation will go slow on 
this subject until the danger of labor troubles has 
passed. Their buying of steel, iron, etc., is, therefore, 
based on an actual need for material, and is the first 
really encouraging sign witnessed since the signing of 
the armistice. 

It is understood that a movement is on foot here 
among the large retail establishments to form a mutual 
protective association such as is in force in New York 
City. A few of the largest hardware retailers are inter- 
ested in the project, and unquestionably will join the 
association, if one is formed. We know of one retail 
hardware store in Boston in which four “shoplifters” 
have been caught so far this month, which is going some 
for a store of this character. People interested in the 
proposed association say that never before in the history 
of their business has stealing been as heavy at it is 
to-day. ; 

Anvils.—Although below normal there has been a 
slight improvement in the local movement of anvils. 
Stocks here are in good condition and prompt deliveries 
can be made. Prices are very firm. 

We quote from jobbers’ stocks: Standard makes, 25c. per Ib. 

Automobile Accessories.—The demand for automo- 
bile accessories holds up remarkably strong, with gross 
sales still running far ahead of those of last year for 
the corresponding time. Stocks are in fairly good shape, 
the average jobber feeling that it would not pay him to 
let them run down. Prices all along the line are firm 
and unchanged. 


Axes.—Rumor here has it there is to be a downward 
revision in some lines of axes within the near future, 
but the story goes the decline will be small. 


Batteries.—Retail sales of batteries are excellent, and 
the jobbing houses say they cannot see any signs of a 
letup in business booked from day to day. The reduction 
in prices made around the first of the month helped 
trade conditions wonderfully. 

We quote from jobbers’ stock: Leading makes, standard 
tubular three cell batteries, 50c. list; standard two cell, 35c. 
list; baby batteries, 30c. Discounts: Less than unit pack- 
ages, 1/3 per cent off the list; unit packages, 40 per cent 
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off list; 10 or more unit packages, 40 and 10 per cent off 
list. 

Bolts and Nuts.—Since last reports there has been a 


decided change for the better in the movement of bolts 
and nuts, most houses reporting larger sales than for 
any corresponding period since fighting on the other 
side of the water stopped. The recent advance in prices 
is probably largely accountable for the better demand. 


Machine bolts, C. T. & D. nuts, 4 x 3/8 and smaller, 35 
per cent discount; 44% x 3%, and larger, 25 per cent discount; 


with H. P. nuts, 4 x % and smaller, 40 per cent discount; 
4% x % and larger, 30 per cent discount; common carriage 
bolts, 6 x 3% and smaller, 35 per cent discount; 64% x % and 
larger, 25 per cent,discount; tap bolts, list; Eagle carriage 


bolts, 70 per cent discount; stove bolts, large quantities, 70 
and 10 per cent discount, in small quantities, 50 to 60 per 
cent discount; bolt ends, 25 per cent discount; tire bolts, 50 
and 10 per cent discount; semi-finished nuts, 9/16 and 
smaller, (0 per cent discount; 5g and larger, 60 per cent dis- 
count; finished case hardened nuts, 60 per cent discount; 
H. P. square blank in full keg, list; tapped, list; hexagon, 
blank, list; tapped, lists; C. P. C. & T. square blank, list; 
tapped, list; hexagon, blank, list; tapped, list. 

Builders’ Hardware.—Having preached for several 


months that better times were coming in builders’ hard- 
ware to a general trade that wanted to be shown, it is 
mighty satisfying to note this week that all of the hard- 
ware jobbers admit that business in this particular line 
of goods is much better than it has been and still im- 
proving. Generally speaking local building hardware 
lines are comparatively small, but occasionally one runs 
across a house carrying quite a line bought in previous 
seasons. It should not be difficult to get retail orders 
filled at the moment, but possibly goods will be scarce 
a little later, for most of the factories are reported as 
being fairly well sold up. 


Bulbs.—Aside from less than half a dozen numbers of 
automobile bulbs, which have been advanced, local prices 
remain unchanged. The demand for bulbs is much bet- 
ter than it usually is at this season of the year, and 
there is every indication there will be no break between 
summer and fall in the movement of goods out of stock. 

We quote from jobbers’ stocks: Bulbs in less than unit 
lots, list; in unit lots, 25 per cent off list; in 10 unit lots or 
more 40 per cent off list. Retailers selling $500 worth of 
bulbs per annum can secure contracts at slightly more fa- 
vorable discounts. 

Chain.—An occasional order is received here for chain, 
but business is not as good as it might be. Local stocks 


are small, however, and for that reason prices hold 
remarkably firm. 
We quote from jobbers’ stocks: Proof coil self-colored 


chain in cask lots, 3/16 in., $14.25 per 100 Ib. ; Y% in., $11.40; 


5/16 in., $10.80; 34 in., $9.60; 7/16 in., $9.35; % in., $9.15; 
9/16 in., $9.15; 54 in., $8.90; % in., $8.65; % in., $8.15; 1 in., 
$8. BB, twist link and long link chain take the same extras. 


Cooking Ware (Glass).—Back orders on glass cook- 
ing ware are fairly well in hand, according to the job- 
bing trade, which is well supplied. Prices are un- 
changed, but very firm, and some people here say they 
would not be surprised to see a general upward revision 
before the snow flies. 

We quote from jobbers’ stocks: 
$18 per dozen; 1%4-qt., $21 per 
Baking dishes, uncovered, 1-qt., $10.20 per dozen; 1%4-qt., $12 
per dozen; 2-qt., $14.40 per dozen. Pie plates, $9 to $12 per 
dozen. Cake dishes, $9 per dozen. Bread pans, $10.80 to $21 
per dozen. Small baking dishes, $1.80 to $3.60 per dozen. 
Jobbers’ terms are 30 per cent off list. 


Casseroles, round, 1-qt., 
dozen; 2-qt., $24 per dozen. 


Drills.—Since last reports a good business has been 
put through in drills of all kinds and makes by jobbers, 
who report the market as very firm, but unchanged. The 
retail houses we have talked with say their drill business 
is entirely satisfactory. 

We quote from jobbers’ stocks: Carbon drills, sizes up to 
1% in. straight shank, 50 per cent discount. Bit stock drills, 
50 and 10 per cent discount; blacksmith drills, 50 per cent 
discount; ratchet, 15 per cent discount; wood-boring brace 
drills. 50 and 10 per cent discount; drills and countersinks 
combined, list. High speed drills, prices on application. 

Files and Rasps.—There has been considerable talk 
of higher prices for files in local hardware circles since 
last reports, but no real action. The market unquestion- 
ably is in a very strong position, the demand being 
normal or better with each firm we have talked with. 
Stocks not excessive, and shipments from the manufac- 
turers more or less irregular, which would seem to in- 
dicate they are enjoying prosperity. 

We quote from jobbers’ stocks: Files—Nicholson and 
Black Diamond, 40 and 10 and 10 per cent discount; Great 
Western, Arcade, Kearney & Foote, etc., and American ma- 
chine cut, 50 and 10 and 5 per cent discount; Chelsea hand- 
cut, list; XF (Swiss pattern), list. 

Rasps—Heller, Chelsea and Nicholson, 12-in., $4.70 to $5.50; 
13-in., $5.50 to $6.50; 14-in., $6.50 to $7.50. 

Glass.—Window glass orders are beginning to come 
in freely for fall delivery, the general explanation being 
that retail houses are convinced that prices will be 
higher before lower. The movement of goods for im- 
mediate consumption is light. 

We quote from jobbers’ stocks: 


@G™ass. single A and B, 





Hardware Age 


first three, 80 per cent discount; above first three brackets, 
79 per cent discount from the list; double A, 80 per cent 
discount; double B, 82 per cent discount; A and B quality 
by the light, 80 per cent discount; single lights, 80 per cent 
discount, 

Leaded glass—Plain 
mental figured, %-in. 
23c. ner sq. ft. 

Skylight glass—Rough or rolled, 
ft.; 3/16 in. thick, 20c. per sq. ft.; 

Hack Saws.—No letup.in the call for hack saws is 
noted in any branch of the hardware trade. Stocks are 
very comfortable and prices apparently are on a very 
steady basis. 

We quote from jobbers’ stocks: 
more, 15 per cent discount. 

Hammers.—Rumor has it there has been or is about 
to be a cut in prices on some lines of hammers. Investi- 
gation here has failed to substantiate this report, but 
the market for such goods nevertheless is none too good 
on some of the cheaper lines. High-grade hammers are 
in demand and firm in price, as we get the story. 


per sq. ft.; monu- 
20c. per sq. ft.; double ground, 


% in. thick, 16c. per sq. 
4% in. thick, 25c. per sq. ft. 


cathedral, 18c. 
thick, 


Hack saws, one gross or 


Horseshoes.—The improvement in the demand for 
horseshoes noted a week ago has continued, consumers 
in all parts of New England having particivated in the 
buying. The feeling still versists that values will be 
higher within the near future. 


We quote from jobbers’ stocks: Standard makes in 100-Ib. 
kegs, to blacksmiths and consumers in Maine, New Hamp- 
shire, Vermont, Massachusetts and Rhode Island points, 
$5.40 per keg base. Direct shipments in any quantity from 
the mill, $5.40, with freight allowed on any ‘quantity. Base 
prices are for No. 2 or larger. To Connecticut blacksmiths 
and consumers the base price is $5.15 per 100-lb. keg. No 
freight is allowed on store shipments. 

Fancy Shoes—Side weights, $12 per keg; track side 
weights, $12. 5; toe weights, $10.75; steel shoes, $9.25; toe 
creased, $7.75; side wear, $9.75; calked, $9.25; extra light 
ecalked, $10.25; iron countersunk, $8.25; steel countersunk, 
$10; tips, $9.25; light driving, $9.25; featherweights, $9.25; 
mule, $8; all assorted shoes, 50c. per keg extra. 

Toe Calks—Dull, $1.85 per box; sharp, $2.10; blunt heel, 
$2.10; sharp heel, $2.35. Broken boxes call for an extra 
charge of lic. per Ib. 


Iron.—As indicated in the first part of this letter, 
there has been a marked improvement in the demand 
for iron of all kinds. The demand is still below normal, 
but so much better than it was a month ago, for in- 
stance, the trade is highly encouraged. Stocks are not 
very large except in a few individual cases, and a con- 
tinuation of present business should have a sentimental 
effect on values. 

We quote from jobbers’ stocks: Best iron, flats, rounds 
and squares, $5.50 base per 100 lb.; H. & P. ovals, half ovals 
and bevels, $6.50; H. & P. half rounds, $5.50; refined iron, 
$3.40; Norway iron, $20. Broken bundles, add ‘%c. lb. 

Nails.—There has been quite a few wire and cut nails 
selling of late for future delivery and the market has a 
healthier appearance than it has had before in months. 
Prices are reported as very strong. 

We quote from jobbers’ stocks: Wire nails, $4.25 per keg 
base. Cut nails, $5.35 base. For galvanized nails an extra 


charge of 50c. per keg is made. Cement coated nails, stand- 
ard boxes, $5 per keg base. 

Horseshoes—New Standard 5s, 
$5.50; 9, 10 and 11s, $5.35. Reliance and Brighton 
= 50; 7s, $5. 25: 8s, $5.00; 9, 10 and lls, x 90; Crown and 
Leader 5s, $5.75; 6s, $5; 7s, $4.50; 8s, $4.25; 9, 10 and 11s, 
4. Add le. per pound for less than 25 pounds of a size. 





$6.75; 6s, 6: 7s, $5.75; 8s, 


5s, $6; 6s, 


Padlocks.—Some of the manufacturers of padlocks 
have advanced their lists 10 per cent and naturally job- 
bers here have acted accordingly. 


Pliers.—The situation so far as high-grade pliers is 
concerned has not improved, everybody reporting it diffi- 
cult to get goods from the manufacturers. The market 
is well supplied with medium and low-priced stock, but 
the cheaper kinds are not moving as well as might be 
expected. The average person buying a pair of pliers 
from a retailer wants the best his money can buy, and 
is not satisfied with anything else. 

Kraeuter Goods—Combination pliers, 5%  in., 
dozen; 6-in., $10. 90; 8-inch., $13.20; 10-in., $16.10. 
ting pliers, 4- i. ‘ 20 per dozen; 5-in., $14; 6in., 
61%-in., $15 20; $18 and $23.60: 8-in., $20; 8%- -in., 
Buttons’ oilers, big - in., $9 per dozen; 8-in., $11.40; 10-in., 
$13.80. Electricians’ “Milliners’,” chain pliers, etc., 4-in., 
080 dozen; 4%-in., $8.80; 5-in., $9.20; 5%4-in., $9.70; 6-in., 


$920 per 
Side cut- 
$19.60; 
$27.60. 


Rivets.—The rivet market is one of the few branches 
of the heavy hardware business that has not felt the 
general improvement in business. Now that construc- 
tion work is on the mend, however, a better consumptive 
demand may start any minute. There is a feeling 
among the jobbing trade that prices ought to be higher, 
but the chances are they will not be so unless the manu- 
facturers change their lists. 


We quote from jobbers’ stocks: Norway iron rivets, 50 


per cent discount; structural] rivets, $7.50 base per 100 lb. 


Rope.—Both the retail and jobbing hardware trade 
Manufacturing inter- 


report very little doing in rope. 
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ests, on the other hand, are doing a very large business, 
it is understood, and they see no reason why prices 
should not remain on their present basis for some time 
to come. 

We quote from jobbers’ stocks: Manila, 29c. per pound 
basis; sisal, 25c.; tarred lath yarn, 22c. 

Sargent Goods.—There has been a general advance 
of approximately 10 per cent in Sargent & Company 
goods. 


Sash Cord.—Manufacturers’ ideas on sash cord values 
are very strong and naturally their attitude is reflected 
in the jobbing trade. Price conditions are due entirely 
to the raw cotton market and not to any pronounced 
increase in the demand for this product. Braided awn- 
ing cord has been advanced 25 to 50c. per dozen. 

We quote from jobbers’ stocks: Sash cord, common braided 
cord, 63c. per pound base; Sampson spot cord, 93c. per Ib. 
base; Silver Lake, 91c. per lb. base. Braided awning cord, 
No. 3%, in 48-ft. lengths, $4.25 per dozen; No. 4, $4.56; No. 
4%, $5.25; No. 5, $7.83. 

Screens.—The Continental Company has come out 
with its new price list on window screens and screen 
doors, which shows a slight advance as compared with 
the past season. 


Screws.—Wood screws are moving much more satis- 
factorily than was the case a month or so ago, but there 
is still a lot of room for improvement. Cap and set 
screws are enjoying a good market at firm prices. 


We quote from manufacturers’ prints: Wood screws, iron, 
flat head, bright, 77% per cent discount; round head, blued, 
75 per cent discount, add 5; flat head, brass, 60 per cent 
discount; round head, brass, 57% per cent discount; flat 
head, galvanized, 621% per cent discount; flat head, nick- 
eled, 65 per cent discount; round head, nickeled, 65 per 
cent discount. Price to the consumer is 20 per cent beyond 
print. 

We quote from jobbers’ stocks: Cap and set screws, in 
full packages, set screws, including headless, 60 per cent 
discount; squares and hexagon head cap screws, 55 per 
cent discount; fillister head cap screws, 35 per cent dis- 
count; flat head cap, 25 per cent discount; round and but- 
ton head cap, 20 per cent discount. In broken packages, 
set, including headless, 40 per cent discount; square and 
hexagon head cap, 35 per cent discount; fillister head cap, 
20 per cent discount; flat head cap, 10 per cent discount; 
round and button head cap, 10 per cent discount; coach 
screws, 50 per cent discount. 


Shoe Findings——The leather market has grown 
stronger since last reports, but the shoe finding houses 
have not marked up their prices on cut soles and strips 
as yet. As one of the leading houses says, however, 
“you never can tell in this business from one hour to 
the next what is going to happen, and the chances are 
that before your next report is read by the hardware 
trade my prices will have been advanced.” He says that 
if a retail hardware dealer handles cut soles and strips 
and has not covered his requirements for next fall and 
winter, he does not deserve sympathy. 

Taps—Men’s light, $1.25 to $1.40 per doz.; medium light, 

1.90 to $2.25: medium heavy, $2.60 to $3; heavy, $3.25 to 
3.60; women’s light, $1.10 to $1.25 per doz.; medium heavy, 
1.35 to $1.50. 30ys’ medium, $1.75 to $1.90 per doz.; heavy, 
2 to $2.25. 

Strips—Hemlock (clean), 60c. to 70c. per lb.; branded, 45c.; 
oak, heavy, medium and light, 70c. to 85c. per Ib. 

Skates.—The skate season is not opening well. It 
will be recalled that the retail trade last season bought 
lightly, and yet they carried over more or less stock 
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from the 1917 season. Naturally they are not going to 
buy fresh goods until they actually have to, which ac- 
counts for the lack of interest to-day. 


Sleds.—Of late we have been shown quite an accu- 
mulation of orders for sleds to be shipped next fall. 
Judging by these, the season is beginning entirely satis- 
factorily. The retail trade, in ordering Flexible Flier 
sleds this season, should remember that the No. 6 sled 
has been eliminated. 

Flexible Fliers, No. 1, $42 a dozen; No. 2, $48; No. 3, $63; 
No. 4, $72; No. 5, $96; Racer, $66; Junior Racer, $54. The 
discount from jobbers’ stocks is 331/3 per cent, while the 
discount from manufacturers’ stocks is 35 per cent. The 
Paris line is quoted by jobbers at 40 per cent off the list. 

Steel—More steel has been moved out of jobbers 
hands during the past week, in individual cases, than 
was the case in the whole of May. The demand is not 
running to any one or two particular kinds of stock, but 
is general, which is another encouraging point. One 
or two houses here are well supplied with stock, but the 
average one admits it is not. For that reason there has 
been considerable ordering from the mills during the 
past fortnight, but shipments are coming in slow ex- 
cept in carload lots. ; 

We quote from jobbers’ stocks: Bars, soft and steel flats, 
stock lengths, not wider than 6 in. or thicker than 1 in., per 
100 Ib., $3.40 base; rounds and squares, 1% in. and wider, 


per 100 lb., $3.40 base. Concrete, plain, round and square, 
per 100 lb., $3.40 base. 


Angles and channels, under 3 in., stock lengths, per 100 
lb., $3.40 base; over 3 in., $3.50 base; toes, under 3 in., 
$3.55; over 3 in., $3.60. 


Cold rolled steel, rounds up to 1 15/16 in., squares and 
hexagons and flats, list. Tire steel, 1% x % in., and larger, 
$4; thinner and narrower, $4.50. On all broken bundles of 
steel add 4c. extra. 


Hoop steel, per 100 lb., $4.70 base on full bundles. On 
broken bundles add 2c. per lb. Band steel per 100 Ib., $4.10 
base. 

Toys.—Some large orders for toys have been booked 
by those local jobbing firms handling them for fall 
and winter delivery. The jobbers say that as they have 
increased their line of toys they find their sales im- 
proving, which indicates that more and more retail 
houses have become convinced there is money in this line 
of goods around Christmas, sufficiently so to go out after 
it. Indications are that the manufacturers will have 
considerable difficulty in filling all their orders, so the 
—* who puts off his buying too late is liable to get 
eft. 


Traps.—More or less inquiry for traps is noted, but 
business has not really gotten under way. The trade 
here anticipate a good demand before the end of another 
month. 

We quote from jobbers’ stocks: Victor, without chain, No. 
0, $1.07 net per dozen; No. 1, $1.23: No. 1%, $1.98: No. 2, 
$2.96; No. 3, $4.19: No. 4, $5.16. With chain. No. 0, $1.40: 
so87. $1.65; No. 11%, $2.48; No. 2, $3.46; No. 3, $4.89; No. 4, 


0.54, 





Jump, without cheain, No. 0, $1.46; No. 1. $1.69: No. 1%. 
$2.69: No. 2, $4.23: No. 3, $5.63: No. 4, $6.80. With chain, 
No. 0, $1.91; No. 1, $2.25: No. 116, $3.36: No. 2, $4.91: No. 3. 
$6.58; No. 4, $7.75. 

Yale & Towne Goods.—The Yale & Towne Manufac- 
turing Company has made an advance of about 10 per 
cent in its general line and local prices naturally have 
been marked up to correspond. 


TWIN CITIES 


St. Paul and Minneapolis, July 26, 1919. 


HE general answer to the usual question about 
business seems to be that while there is some 
lessening of trade this month the volume is far heavier 
than in the past few years. The amount of building 
is proceeding on a steady increase, and from all indica- 
tions the increase will continue for the rest of the 
year. There seems at present there is nothing in the 
way of smooth progress along this line, with the ex- 
ception, perhaps, of some difficulty in obtaining finish- 
ing hardware from the factories. The scarcity of 
skilled labor, of course, still delays building operations. 
Everyone in all lines of trade seems to be busy, and 
jobbing houses here have all they can do to keep up 
with their orders. Their sales are totaling up well, 
also, so there is not much dissatisfaction anywhere. 
Retail establishments seem to be busy all day long, 
and substantial sales are being recorded there also. 
Mercantile establishments here are still taking back 
their old employees as they return from the service. 
Nearly all are back now and are finding a ready wel- 
come home, many dropping into their old positions 
gladly. The threatened carpenters’ strike here was 
called off, leaving the union rate at 85 cents per hour. 
Every man who wants to can work full time, and 


in many places throughout this district, can work as 
many hours a day as they wish. Truly, this is the 
day of the laboring man, and years of experience are 
at a discount. 


Collections are so good here that many who have 
followed that line of work find themselves very much 
out of employment and are forced to turn to other 
lines for a living. Few business houses here find out- 
standing accounts anywhere near as high a total as 
on previous years. 

Slow factory shipments still hamper sales to some 
extent, althougn steady improvement has been made 
in the past few months. Seasonal stocks have suffered 
in this way. For instance, bathing suits have con- 
stantly been slow in arriving for sporting goods stocks, 
with the heaviest part of the buying along this line 
now over for the year. Stocks of fishing tackle and 
other sporting goods ontinue to move very well, owing 
to the vacation season. Auto supplies also move ex- 
tremely well. 


Axes—Sales are fair with a good call for boys’ axes 
or camping axes for use wtih auto touring equipment. 
Dealers seem to be delayingé#lanning any heavy future 
orders, excepting, perhaps, lower quotations. Judging 
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from the general trend of the quotations being received 
there will be higher prices before there are lower. 
Local quotations show no change. 

We quote from local jobbers’ stocks: Single bit base weight 
axes at $13.75 to $14.50 per dozen; double bit base weights 
at $18 to $19 per dozen. 

Automobile Accessories—The steady demand for 
this class of goods is very gratifying to the hardware 
dealer and jobber carrying this line. More and more 
this trade comes to the hardware line as a most satis- 
factory connection, although some considerable number 
of electrical houses have added a line of auto supplies. 
They are quick to see the fine opportunity for profits 
and are taking advantage of it. Tourists are becom- 
ing more numerous daily and sales are getting a fine 
addition in this way. 


Builders’ Hardware—This line is getting well along 
towards its old activitv 1ow and sales are beginning 
to count up nicely. Prices on the average are under- 
going an upward revision, many manufacturers having 
already announced the change. This may serve as a 
restraining element on building, but probably will 
not be noticed by the average layman. 


Bolts—Mills continue to be behind with their orders, 
and somewhat ragged stocks are the result. Sales are 
holding up very well with no change in prices. 

We quote from local jobbers’ stocks: Small carriage bolts 
at 40-10 per cent, large carriage bolts at 30-5 per cent, 
small machine bolts at 50 per cent, large machine bolts at 
30-10 per cent; lag screws at 50 per cent; stove bolts at 70 
per cent, and tire bolts at 50-10 per cent discount from 
standard lists. 

Brads—Call continues good with stocks in fair con- 
dition. Mill shipments have shown some improvement 
lately, although still slow with orders. Sales show 
better average with heavier calls from the contractor 
trade. 

We quote from local jobbers’ stocks: Brads in 25-lb. boxes 
at 70-10 per cent from standard lists. 

Clocks—There continues to be a shortage of good 
alarm clocks. Jobbers’ stocks are low and dealers are 
not able to keep up assortments. Call is still heavy. 

We quote from local jobbers’ stocks: American 1-day 
alarm clocks at 89c. each, Lookout 1-day alarm at $1.15 each, 
Sleepmeter 1-day alarm at $1.22 each, Automatic 8-day 
alarm at $3.50 each, Automatic luminous dial 8-day alarm 
at $4.25 each. 

Churns—Sales continue to be very good with no 
change in price. Stocks are heavy enough to meet any 
demand. 

We quote from local jobbers’ stocks: Bell brand barrel 
churns at 50 per cent from lists, No. 0 dash churns at $1.55 
each, No. 1 at $1.90 each and No. 2 at $2.30 each. 

Drills—Sales continue at a high point for this time 
of the year, and stocks are in good condition. Prices 
have not changed. 

We quote from local jobbers’ stocks: Straight shank car- 
bon drills at 40-10 per cent; bit stock at 50-10-5 per cent, 
and ratchet shank drills at 5 per cent from standard lists. 

Eaves Trough Conductor Pipe and Elbows—The de- 
mand still continues good, and jobbers are finding 
frequent factory orders necessary to keep their stocks 
up in good condition. Prices are firm as last quoted. 

We quote from local jobbers’ stocks as follows: 28-ga. lap 
joint single head 5-in. eaves trough, $5.85 per 100 ft.; 28 ga. 
3-in. conductor pipe, $5.70 per 100 ft.; 3-in elbows at $1.30 
per doz. Another quotation in discounts is as follows: 
Conductor pipe, not nested, crate lots, 70-10 per cent; elbows, 
70-10 per cent from standard lists. 

Files—Prices are holding steady and strong and the 
amount of sales shows a good increase. Mill ship- 
ments are coming through in good shape. 

We quote from local jobbing stocks: Nicholson_brand files 
at 50-10 per cent; Arcade brand at 60 per cent; Royal brand 
at 60-10 per cent, and Riverside brand at 50-10-10 per cent 
from standard lists. 

Freezers—There is a good, steady call for freezers 
with stocks only in fair condition. Prices show no 
change. 

We quote from local jobbers’ stocks: 1-quart White Moun- 
tain freezers at $2.43 each; 2-quart, $3.03 each; 3-quart, 
$3.60 each; 4-quart, $4.23 each; 6-quart, $5.37 each; 8-quart, 
$6.93 each; 10-quart, $8.85 each; 12-quart, $11.25 each. 

Galvanized Ware—Sales along this line are holding 
up well with apparently plenty of stock in both the 
jobbers’ and dealers’ hands. Prices show no change so 
far. 

We quote from local jobbers’ stocks: No. 0 galvanize 
tubs at $7.25 per doz.; No. 1 at $8.88 to $9 per doz.; No. 2 
at $9.85 to $10 per doz.; No. 3 at $11.10 to $11.95 per doz. ; 
No. 1 heavy galvanized at $13.50 to $19 per doz.; No. 2 at 
$15.15 to $21 per doz., and No. 3 at $16.90 to $24 per doz. ; 
galvanized pails, 8-qt. common, at $2.76 per doz.; 10-qt. at 
$3.15 per doz.; 12-qt., $3.25-$3.40 per doz.; 14-qt. at $3.85 
per doz.; 16-qt. at $4.65 per doz.; stock pails, 16-qt., at $6.30 
to $8.35 per doz.; 18-qt. at $7.35 to $9.75 per doz.; 20-qt. 
at $10 per doz. 

Glass Putty and Glazier Points—With the new price 
on glass well established sales seem to be continuing 
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at about the same rate as before. Putty and glazier 
points follow very closely the sale of glass and so are 
moving fairly well. 

We quote from local’ jobbers’ stocks: Single strength 
grade “A” glass, all sizes, 76 per cent; double strength “A” 
grade glass, all sizes 78 per cent from standard list; com- 
mercial bladder putty in barrels, $4.40 per cwt.; in 25-lb. 
steel drums, $4.90 per cwt.; 50-lb. steel drums, $4.75 per cwt.; 
100-Ib. steel drums, $4.65 per cwt. Strictly pure bladder 
putty in barrels, $5.50 per cwt.; 25-lb. steel drums, $6.00 
per cwt.; 50-lb. steel drums, $5.85 per ecwt.; 100-lb. steel 
drums, $5.75 per cwt. 


Handles—There is practically no change in the mar- 
ket on wood tool handles in the past several months. 
Prices are strong with stock orders scarce and factory 
shipments slow. 


Lanterns—Lanterns are beginning to sell more 
freely as from jobber to dealer, but retail sales are 
still at a low point. 

We quote from local jobbers’ stocks: Dietz D-Lite, short 
globe, $12.65 per doz.; Dietz Wizard, short globe, $11.35 
per doz. ; Dietz Little Wizard, short globe, $9.75 per doz. ; 
Dietz Victor, $7.50 per doz.; Dietz No. 2 Blizzard, $11.35 
per doz.; Dietz Buckeye Dash, $10.15 per doz.; Dietz Junior 
Wagon Lamp, $14.75 per doz. 


Lawn Mowers—Sale of lawn mowers has diminished 
very rapidly in the past week or so. Prices are holding 
steady and strong with stocks well worked down to a 
low point. 

We quote from local jobbing stocks: Styles C and E Phila- 
delphia lawn mowers at 25-24% per cent; Philadelphia Style 
A, at 20 per cent; Philadelphia Style K, at 25-2% per cent: 
Riverside ball bearing, 16 in., at $7.50 each, net. 

Metal Lath.—Sale of metal lath continue to be very 
good. Prices are holding steady and strong with, per- 
haps, a possibility of an advance some time in the 
near future. 

We quote from local jobbers’ stocks: Expanded Diamond 
Mesh No. 27 painted metal lath, $26.70 per 100 sq. yd; 
gauge, $28.10 ; 24 gauge, $31.00. Toncan metal lath, painted, 
= —— $33.10 per 100 sq. yd.; 24 gauge, $36.60 per 100 
sq. yd. 

Milk Cans.—Milk cans are selling more slowly as 
the mid-summer dry season approaches. Sales are still 
good, however, with stocks in good condition. 

We quote from local jobbing stocks: Railroad 5-gal. milk 
cans at $3.80; 8-gal. at $4.65 each; 10-gal. at $4.85 each. 

_ Nails—Sales still continue to increase with stocks 
in much better condition than they were earlier in the 
year. 

We quote from local jobbing stocks: Standard wire nails 
at $4.15 per keg; coated wire nails at $4.05 per keg base. 

_ Netting—Netting is selling more slowly with stocks 
in good condition. Prices show no change. 

We quote from local jobbers’ stocks: Hexagon mesh poul- 
try netting at 50 per cent from standard lists. 

Nuts—Sales on this class of goods are well above 
the average if war orders are left out of consideration. 
Prices show no change. 

We quote from local jobbers’ stocks: Square iron machine 
screw nuts at 35 per cent, hexagon brass machine screw 
nuts at 25 per cent, hexagon semi-finished at 60-10 in small 
sizes, 60-10 per cent on larger sizes; hot pressed square 
blank at $1.50 off; square tapped nuts at $1.25 off; hexagon 


blank nuts, $1.50 off; hexagon ta B 2 
standard lists. . a a a 


Paper—Building paper continues to sell very rapidly 
with heavy calls for insulating material in this market. 
People are coming to realize that a few dollars spent 
in the construction of a house properly insulated saves 
them many dollars in fuel bills later on, and with the 
high price and prospect of increasing price on fuel it 
is well to use the best insulating material to be had on 
the market. 

We quote from local j i s s: No. 2 Bar : 
felt at $2.50 per ont E iat } onerear felt, ‘a ae 
= age per roll; 25-lb. red rosin, 500 sq. ft., 63c. per roll; 
7 paw — "ha oar cok oe pos. 95¢c. per roll; 
lining, $4.50 per cwt. a a ea ae 

Rope—Call for rope continues to be very good with 
stocks apparently in very good condition. Wire rope 
is meeting with better sales as heavier construction 
work progresses. Sales for manila rope, such as used 
in haying work, is very good. 

We quote from local jot , ae ms ‘i i 
rope at 28e. per Reve f orap Ag 4m phen Sa ae 
pound, base; cotton rope, 50c. per pound, base; Swedish 
wire rope at net list; crucible steel rope at list less 17% 
per cent; Monitor hoisting at list less 15 per cent: ram and 
pillar rope, net list; plow steel cable at list less 30 per cent. 
_ Scythes and Snaths—Call for this class of material 
is at a high point as considerable work is being done 
in the way of road work and clearing up of small 
bunches of hay and feed material. Prices show no 
change. 

We quote from é ‘ : 
at $10.80 per doz. yg A po at fis ae ee 


Sash Cord—The demand for sash cord has increased 
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considerably in the past few weeks. Prices are strong 
and show indications of further increases. 

We quote from local jobbing stocks: Common sash cord at 
50c. per lb. base. Silver Lake sash cord at 92c. per Ib. base. 
Samson sash cord at 92c. per Ib. base. 

Sash Weights—There is no change as yet in the 
condition of the local sash weight market. The strike 
is still on with the foundries, and jobbers and dealers 
are forced to resort to out of town purchases to meet 
the demand, which has increased considerably in the 
past few weeks. Sash weights up to ten pounds are 
extremely scarce in the local market. Prices have not 
changed, however. 

We quote from local jobbing stocks: Cast iron sash 
weights in regular sizes at $2.75 per 100 Ib. 

Screen Doors and Windows—The demand for screen 
doors and windows has decreased considerably in the 
past week or so as almost every one here has these 
fixtures in place for the year. Prices show no change. 

We quote from local jobbers’ stocks: Common 2 ft. 8 in. 
by 6 ft. 8 in. screen doors at $20.20 per doz; fancy 2 ft. 8 in. 
by 6 ft. 8 in. screen doors at $33.85 per doz. Sherwood 
adjustable 24-in. screens at $7.75 per doz.; Wabash exten- 
sion screens, 24-in., $6.20 per doz. 

Screws—The demand for screws holds up exceedingly 
well, especially in the wood screw line. The call is 
heavier along this line than for a long time past, es- 
pecially among contractors and jobbers. Shops and 
factories still continue to use large quantities, although 
not so heavy as during the war work season. 

We quote from local jobbers’ stocks: Black sheets at 
$5.59 per ewt., base; galvanized sheets at $6.94 to $7.14 
per cwt. base. 

Steel Sheets—The stocks of this material are well 
filled here now with prices showing no change. The 
demand seems to be holding up very well. 

Skid Chains—The call for skid chains is extremely 
good with heavy sales to tourists and people con- 
templating tours. 

We quote from local jobbers’ stocks: Weed tire chains, 
30 x 3%, at $4.61 per set; 34 x 4, at $6.45 per set: Rid-O- 
Skid chains 30 x 3%, at $6.92 per set; 34 x 4 at $3.60 per 
set. 

Solder.—Solder continues to sell very well with stocks 
in good condition. Prices are somewhat higher with a 
prospect of further advances. 


We quote from local jobbers’ stocks: Warranted half and 
half solder at 24c. per Ib; strictly half and half solder, at 
30c. per lb.; wire solder at 46c. per Ib. 
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Staples.—The call for staples continues to be good 
both for poultry netting and regular fence staples. 

We quote from local jobbing stocks: Polished fence 
staples, $4.30 per cwt.; galvanized staples at $5 per cwt.; 
galvanized poultry netting staples at $6.00 per cwt. 

Tacks.—Tacks are coming in from the mills in better 
quantities than for some time past. Prices are still 
holding as last quoted. 

We quote from local jobbers’ stocks: American cut No. 8 
tacks at 7le. per lb.; tinned No. 8 at 73c. per 1b; blued up- 
holsterers’ at 70c. per lb; double point No. 11 at 38c. per 
lb.; copper tacks at 50c. per Ib. base. 

_ Tin Plate.—Call for tin plate still continues to show 
improvement with plenty of stock on hand to meet any 
demand. 

We quote from local jobbers’ stocks: I. C. 20 x 28 old 
style at $30 per box; I. C. 20 x 28, 8-lb. coating, at $17.25 
per box; charcoal bright, 20 x 28, Ideal I. C., at $21 per 
box; Superba at $23 per box. 

‘Tinware.—The call for tinware still continues good 
with prices holding steady and strong. Stocks are not 
in very good condition. 

We quote from local jobbing stocks: 
cent discount from standard lists. 

Wheelbarrows.—Contractors are still drawing heavily 
on concrete wheelbarrows and carts. The demand for 
the ordinary garden wheelbarrow and wood tray wheel- 
barrow is rather light. 

We quote from local jobbers’ stocks: 
barrel tray wheelbarrows at $32.50 to $53.50 per doz. ; 
types at $30.50 per doz. 

Wire Cloth.—There is some falling off on the demand 
for wire cloth, although sales are still very good. Prices 
show no change. 


We quote from local jobbing stocks: Black painted wire 
cloth at $2.15 per 100 sq. ft. base; galvanized 12 mesh at 
$2.55 per 100 sq. ft. base. 

Wire and Wire Goods.—The demand still runs heavy 
for this class of goods with call for smooth wire for con- 
crete forms increasing constantly. Prices show no 
change. 

We quote from local jobbing stocks: Bright wire goods at 
- per cent discount; brass wire goods at 80 per cent from 
ist. 

Black annealed wire at $4.25 per 100 1b.; galvanized an- 
nealed wire at $4.95 per 100 lb.; painted Glidden cattle wire, 
80-rod spools, $3.75 per spool; galvanized Glidden cattle wire, 
80-rod spools, $4.30 per spool; painted Glidden hog wire, 
$4.02 per spool; galvanized Glidden hog wire, $4.60 per 
spool. 


Tinware at 25 per 


Fully bolted wood 
nailed 


PITTSBURGH 


OFFICE OF HARDWARE AGE, 
Pittsburgh, Pa., July 28, 1919. 
NLY the most encouraging reports continue to be 
put out by the sales managers of the large steel 
companies and smaller manufacturing plants as to the 
present large volume of business in iron and steel prod- 
ucts and the outlook for the future. The only menace, 
if such it can be called, that is before the steel trade at 
this time, is the possibility of labor troubles. 


Nuts and Bolts.—As noted last week, makers of nuts 
and bolts have made a general advance of about 5 per 
cent in prices. The demand is reported heavy, and 
some manufacturers are sold up for several months to 
It is said new prices are being very firmly held. 


come, 
The new discounts are as follows: 
Large structural and ship rivetS........cccescssees 3.70 base 
EMTs BOMSP TIVES. 2.0 ccc ccc cccccescesccscccceesences $3.80 
y% in., 5/16 in. and 7/16 in. diam...... 60-10-5 per cent off list 
Machine bolts, hp. nuts, % in. x 4 in.: 
Smaller and shorter, rolled threads. ...60-10 per cent off list 
Cut threads ............eeee0eee++00-10-10 per cent off list 
Larger and longer sizes...............50-5 per cent off list 
Machine bolts, c.p.c. and t. nuts, % in. x 4 in.: 
Ee GI GREE Soc cc cece ccucnes 45-10-5 per cent off list 
ee Be PE, cnn cccesccectecsens 40-10 per cent off list 


Carriage bolts, % in. x 6 in.: 
Smaller and shorter, rolled threads.50-10-10 per cent off list 


Eee SEED cb dew eedetenbeconneecens 0-10 per cent off list 

Larger and longer sizes. ......cccceces 45-5 per cent off list 
BG TD cc ccesdearervecrcsecsccoessceres 65 per cent off list 
Plow bolts, Nos. 1, 2 and 3...........50-10-5 per cent off list 
Hot pressed nuts, sq. blank.............- 3.10c."per Ib. off list 
Hot pressed nuts, hex. Diank......ccceses 3.10c. per Ib. off list 
Hot pressed nuts, sq. tapped...........2- 2.85c.per Ib. off list 
Hot pressed nuts, hex. tapped............ 2.85c. per Ib. off list 
C.p.c. and t. sq. and hex. nuts, blank...... 3.10c. per Ib. off list 
C.p.c. and t. sq. and hex. nuts, tapped... ..2.85c. per Ib. off list 
Semi-finished hex. nuts: 

ee ae RS Cc naas tcc cecek ee aes 70-10 per cent off list 

Pee tee Ce SEI eek ee wecservenevus 80 per cent off list 
Stove bolts in packages... .......... 75-10-10 per cent off list 
pO RS re er ere re 2% per cent extra 
eae errr rrr eee 60-10-10 per cent off list 


All prices carry standard extras, Pittsburgh basis. 


Iron and Steel Bars,—Mills continue to report the 
new demand very heavy and are now running at 75 to 
85 per cent and have orders ahead for several months. 
The new demand for iron bars and also reinforcing steel 
bars is also heavier than for a long time. 


We quote steel bars, rolled from billets, at 2.35c., and 
from old steel rails, 2.45c. Eastern mills are quoting iron bars 
for eastern shipment at 2.35c., while for western shipment 
2.55¢e., Pittsburgh, is quoted. Pitsburgh mills rolling iron 
bars quote at 2.75c., Pitttsburgh, plus full freight rate to 
point of delivery. 

Sheets.—Last week the American Sheet & Tin Plate 
Co. operated its sheet mills to 88 per cent of capacity 
and would be operating at a heavier rate if the neces- 
sary men could be had. There is a shortage in supply 
of heaters and rollers, and this is keeping down output 
of sheets to some extent. The Ford Motor Co. and the 
Willys-Overland Co. are reported to have bought re- 
cently upwards of 300,000 tons of sheets for delivery 
over remainder of this year. A large part of this busi- 
ness went to the American Sheet & Tin Plate Co. The 
export demand for sheets is also heavy, and on some 
grades mills are back in delivery six to eight weeks. 
Prices on sheets are very firm, and it is said all cutting 
has disappeared. 

Effective from March 21 the base price of No. 10 blue an- 
nealed sheets is 3.55c., the base price of No. 28, box annealed 
one pass black sheets is 4.35¢c., and for No. 28 galvanized 
sheets is 5.70c. in carload and larger lots, f.o.b. Pittsburgh 
or Youngstown mill. It should be noted by the trade that 
the above named prices are for carload or larger lots, the 
usual advances for small lots being charged over and above 
prices. 

Tin Plate.—The new demand for tin plate is getting 
heavier right along. Last week the American Sheet & 
Tin Plate Co. operated to 85 per cent of capacity and 
the independent mills to between 85 and 90 per cent. 
The demand for tin plate from California is very heavy 
at present, due to the large vegetable and fruit crops 
in that state, especially of apricots. The export de- 
mand is also heavy and a local mill sold last week 
12,500 boxes for shipment to Japan. Prices are very 
firm and it is said no cutting whatever is being done. 

We quote tin plate in large lots at $7.00 box, f.o.b. Pitts- 
burgh. 

New prices on terne plate, effective March 21. are as fol- 
lows: 8-Ib.—200 Ib., $14.15; 8-Ib.—I. C., $14.55; 12-Ib—I. C., 
$16.15 ; 15-lb.—I. C., $17.15; 20-Ib.—TI. C., $18.40: 25-lb.—I. C 
$19.65 ; 30-lb.—I. C., $20.65; 35-Ib—I. C., $21.65; 40-lb.—I. C., 
$19.65. All f.o.b. Pittsburgh. 

Wire Products.—The Youngstown Sheet & Tube Co 
has advanced prices on wire nails $5 a ton, or 25c. a 
keg, and also has advanced prices on some of the 
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extras, and the Cambria Steel Co. has advanced wire 
$2 a ton and nails $5 a ton. So far none of the other 
independent mills has followed this action, but will 
likely do so in the near future. The new demand for 
wire and wire nails is very heavy, and mills are sold 
up for two to three months. Jobbers are buying freely 
and accumulating as large stocks as possible. Prices 
now in effect, except those being quoted by Cambria 
Steel Co. and Youngstown Sheet & Tube Co., are as 
follows: 





Hardware Age 








Wire nails, $3.25 base per keg; galvanized, 1 in. and 
longer, including large-head barbed roofing nails ti an 
advance over this price of $1.50, and shorter than 1 00. 
Bright basic wire, $3.15 per 100 lb.; annealed fence wiré, . 
9 to 9, $3.00; galvanized wire, $3.70; galvanized barbed wire 
and fence staples, $4.10; painted barbed wire, $3.40; polished 
fence staples, $3.40; cement-coated nails, $2.85 base; these 
prices being subject to the usual advances for the smaller 
trade, all f.o.b. Pittsburgh, freight added to point of delivery, 
terms 60 days net, less 2 per cent off for cash in 10 days. 
Discounts on woven wire fencing are 60% per cent off list 
for carload lots, 59% per cent for 1000-rod lots, and 58 per 
cent off for small lots, f.o.b. Pittsburgh. 





CLEVELAND 


OFFICE OF HARDWARE AGE, 
Cleveland, July 29. 

bem outstanding features of the hardware market 

are good business, advance in prices and an increas- 
ing scarcity of merchandise. Retailers generally report 
a heavy volume of business in practically all lines, 
sales being ahead of July a year ago. Retailers are buy- 
ing very freely to replenish stocks, the general dispo- 
sition of the trade being to keep good stocks on hand 
because of the possibility of delayed deliveries later. 


Barbed Wire and Fence.—The demand for barbed wire 
continues good, but the call for fence is not heavy at 
present. Sduai 

1 a yire as follows, for 80-rod spools: 
gern i egy he B o3 hog, $4.30; American and 
Cambria special, light weight hog, $3. 

Bolts, Nuts and Rivets.—Jobbers so far have made no 
advance in bolt and nut prices following the advance 
made by manufacturers a few weeks ago, and as jobbers 
are well covered with contracts at the old prices, their 
prices to the retail trade may not be changed for some 
time. The demand is heavy, and makers are somewhat 
slow on deliveries of smaller sizes. Jobbers’ discounts 
are as follows: 


Machine bolts, % x 4 in., smaller and shorter, roll thread, 
60; cut thread, 50 and 10; larger and longer, 45 and 53 car- 
riage bolts, 3 x 6 in., smaller and shorter roll thread, 50 and 
10: cut thread, 50; larger and longer sizes, 40 and 5; lag 
bolts, 60 and 5; stove bolts, 75 and 5 ; nuts, keg lots, square, 

2.50 off the list; hexagon tapped, $2.50 off the list. 

Brass Cuspidors.—Prices on brass cuspidors have ad- 

vanced 10 per cent. 


Brass Tubing.—Jobbers have had a great deal of 
trouble in securing shipments of brass tubing from 
Eastern manufacturers, but the situation has eased up 
somewhat during the past few days. Brass tubing has 
been marked up 10 per cent. 


Builders’ Hardware.—A price advance of 10 per cent 
has been made on various items of builders’ hardware, 
including door checks, locks, knobs and house trim- 
mings. The demand for builders’ hardware is very ac- 
tive, but retailers are able so far to replenish their 
stocks fairly promptly. 

Chain.—There is a steady demand for chain, and 
prices are unchanged. 

Jobbers quote common chain at 8.25c. to 8.50c. per Ib. for 
% in. and larger. 

Chain Hoists.—One leading maker has advanced prices 
on chain hoists 10 per cent, and others are expected to 
follow suit. The demand is quite heavy, coming largely 
from the factory trade. 

Eaves Trough and Conductor Pipe-——The demand for 
eaves trough and conductor pipe is quite heavy, but 
jobbers have good stocks with which to supply the trade. 
Prices on eaves trough ridge roll and conductor pipe 
have been advanced 5 per cent. 

Furnace Pipe and Fittings.——The demand for furnace 
pipe and fittings is fairly active. No change in prices 
has been made recently. 

Galvanized Pipe.—There is a very heavy demand for 
galvanized pipe, and an acute shortage has developed in 
sizes from 34 to 1¥% in. Prices are unchanged. 

Gas Boilers.—A price advance of 10 per cent is an- 
nounced on the Bryant line of tubular gas boilers. 

Jack Chain.—An advance of 10 per cent has been made 
on jack chain, which is now quoted by jobbers at 40 per 
cent off the list. 

Lace Leather.—The price of rawhide lace leather has 
been advanced 20c. per sq. ft. for sides and 25c. for cut 
leather. The best grades are now quoted at 5 per cent 
above list, and the cheaper grades at 50 per cent off. 

Laundry Trays.—Prices on laundry trays have been 
advanced 15 per cent. 

Nails and Wire.—One leading independent maker has 
advanced prices $2 a ton on plain wire and $5 a ton on 
wire nails, and on bright and cement-coated nails, and 
another maker has announced a similar advance on wire 


nails and other advances on some other wire products. 
So far no change in prices has been made by the Amer- 
ican Steel & Wire Co. Jobbers have not changed prices, 
but will probably do so if other manufacturers mark up 
their prices. The demand for nails is heavy, and wire is 
moving fairly well. Jobbers’ prices for less than car- 
load lots are as follows: 

Wire nails, $3.75 per keg; No. 9 galvanized wire, $4.20 
per 100 lb.; No. 9 annealed wire, $3.50 per 100 lb.; cement- 
coated nails, $3.35 per 100 Ib. 

Padlocks.—Padlock manufacturers 
prices 10 per cent on all types. 


Planers.—Planer manufacturers have advanced prices 
10 per cent on iron planers. The demand for planers is 
very good. 


Plumbers’ Brass Goods.—Prices on plumbers’ brass 
goods have been advanced 10 per cent, and a similar 
advance has been made on enameled bathroom fixtures, 
including lavatories, bath tubs and sinks. Manufactur- 
ers are very slow on deliveries on bathroom enameled 
fixtures, and stocks in jobbers’ hands are low. A price 
advance of 12% per cent has been made on such fixtures 
as towel bars, soap dishes, tumbler and tooth brush 
holders, tub seats, etc. 


have advanced 


Range Boilers.—Manufacturers have advanced range 
boilers 15 per cent, and jobbers and retailers are having 
a great deal of trouble in getting deliveries. The de- 
mand is heavy. Jobbers quote standard 30-gal. range 
boilers at $10.50. 


Roofing.—The demand for roofing is very heavy, and 
jobbers are having difficulty in placing orders, as manu- 
facturers are getting far behind on shipments. Jobbers 
at present have fair stocks, but these are likely to be 
depleted. Roofing prices continue to advance, the last 
advance being 15c. per square. The total advance dur- 
ing the past few weeks has been from 35c. to 40c. per 
square. 


Rules.—A price advance of 10 per cent has been made 
on the Lufkin line of rules. 

Sash Cord.—Some makes of sash cord have been ad- 
vanced twice during the past week or two, the total 
advance amounting to 5c. per lb. 

Jobbers quote sash cord at 65c. per lb. for common grades, 
70c. for Phoenix and 90c. for Sampson. 

Sash Weights.—Another advance has been made on 
sash weights, the last advance being $1.50 per ton. 
These are now quoted from jobbers’ stocks at $54 per 
ton. 

Sheets.—The demand for sheets is very good, and 
as mills are busier than they have been, shipments to 
jobbers have become somewhat slow. However, most 
jobbers have good stocks. Prices are firm. 

Jobbers quote sheets at 5.27c. for No. 28 black, and 6.62c. 
for No. 28 galvanized. 

Sheet Copper.—Sheet copper has advanced 4c. per 
lb. and is now quoted at 36c. per lb. base. 

Sole Leather Strips.—Price advances have been made 
on sole leather strips ranging from 4c. to 8c. a lb. 

, Tinware and Japanned Ware.—Prices on tin and 
japanned ware have advanced 10 per cent. The demand 
is brisk. 

Twine.—Cotton batten twine has been advanced 4c. a 
Ib. and is now quoted by jobbers at 60c. a lb. 

Wash Boards.—A price advance of 10 per cent has 
been made on all kinds of wash boards. 

Wire Fence and Poultry Netting —The demand for 
wire fence and poultry netting is steady, but deliveries 
are not as good as desired. 

Jobbers quote wire fence and heavy poultry fence at 55 to 
56 per cent off the list, and poultry netting galvanized after 
weaving at 45 per cent off the list. 

Wrenches.—An acute shortage of wrenches of the 
Crescent pattern has developed, this being largely due 
to a strike that has been in effect at the plant of one of 
the leading manufacturers. The demand is heavy and 
jobbers have small stocks. 
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Chicago Cutlery Market 


OFFICE OF HARDWARE AGE, 
Chicago, July 26, 1919. 


HE cutlery market reflects very little change during 

the past week, although it is noticeable that ship- 
ments have been somewhat better. However, in the 
majority of eases the goods received by the jobbers 
are those which were ordered months ago. There is 
still a shortage of pocket cutlery and local jobbers are 
of the opinion that this shortage will continue for 
some time to come. Manufacturers are up against the 
proposition of getting experienced cutlers and grinders, 
and are unable to gain on their orders appreciably. 

Japanese manufacturers are now soliciting orders on 
pocket knives and scissors and local jobbing houses are 
receiving samples direct from Japan. Several German 
cutlery firms are also attempting to break into the 
market, and their salesmen are calling on the jobbers 
with samples. The prices which they quote are from 
140 to 200 per cent higher than those in vogue before 
the war, but no difference in quality is noticeable in 
the samples submitted. All orders given these sales- 
men are cabled to Germany and shipments are to be 
made in October, according to promises made by the 
salesmen. The purchasers are required to deposit pay- 
ments in Germany, figuring the rate of exchange at 8c. 
per mark, and if the rate of exchange advances, prices 
are to go up in proportion. All prices are quoted f.o.b. 
New York, duty paid. The sentiment of the dealers in 
regard to carrying German cutlery varies, some insist- 
ing that if the terms of the peace treaty are to be 
fulfilled it is necessary to trade with Germany, while a 
larger majority flatly refuse to handle German made 
goods. 

The razor situation reflects some changes. For some 
weeks past the higher priced safety razor sets have 
been selling heavily over the other grades, but during 
the past week the sentiment has veered and the dollar 
razors are moving out freely. This is attributed to 
the opening of the heavy vacation season. Old style 
razors continue in good demand. 

Deliveries on shears and scissors continue to show 
improvement, but there are still some shortages. 

Silverware is moving out in much better volume than 
had been anticipated in view of the prevailing prices. 
There is a good immediate demand for both silver 
plated ware and nickel silver ware, while the future 
orders are more than satisfactory. Local jobbers re- 
port deliveries in this line as very slow. No price 
changes are reported. 

Jack Knives.—American two-blade standard gauge pocket 
knives, length 3% inches, stag or wood handles, $6.75 per 


doz. net, f.o.b. Chicago. Above are steel lined and black 
inside and with steel bolsters and no cap. 

Length 3% inches, stag or wood handles, $11.50 per doz. net, 
f.o.b. Chicago. Above are brass lined with nickel silver 
bolsters, caps and shields and clean inside. 

Leneth 2% inches, stag or wood handles, $17.75 per doz. 
net, f.ob. Chicago. Above have two cutting blades and 
one patented punch blade. They are brass lined with nickel 
silver bolsters, caps and shields. 

Length 35 inches, stag handles, “Boy Scout’ pattern 
pocket knives, $19.80 per doz. net, f.o.b. Chicago. Above 
have one cutting blade, one patented punch blade, one can 
opener blade, and one combination screwdriver and bottle 
cap opener blade. 

Butcher Knives.—Standard beech handle, American made 
butcher knives, ‘‘fully guaranteed,’ three brass saw screw 
rivets in handles: 6 in., $3.50 per doz. net, f.o.b. Chicago: 
7 in., $4.50 per doz. net, f.o.b. Chicago; 8 in., $5.25 per doz 
net, f.o.b. Chicago: standard pattern kitchen knives, 75c. to 
$2.00 per doz., f.0.b. Chicago. 

Razors.—Old style open blade type, with rubber handle. 
full hollow ground, % in., 5% in.. * in.. $21.00 per doz. net, 
f.o.b. Chicago; three-quarter hollow ground, % in., % in., 
% in., $18.00 per doz. net. f.o.b. Chicago: half hollow ground, 
% in., 5¢ in., % in., $14.00 per doz. net, f.o.b. Chicago. 

Safety Razors.—Gillette Standard and vest pocket edition, 
list $60.00 per doz. Auto-strop standard and army edition, 
list $60.00 per doz. Above takes a discount of 25 per cent, 
f.o.b. Chicago. 

Extra blades for above, 6s, 50c., and 12s, $1.00, less 25 per 
cent discount per package. 

Gem Damaskeene safety razors, 1 doz. lots, $8.40 per doz. 
net, f.o.b. Chicago; 3-doz. lots, $8.00 per doz. net, f.o.b. Chi- 
cago; 12-doz. lots, $7.50 per doz. net, f.o.b. Chicago. 

Gem extra blades lots of 1-doz. packages, $4.20 per doz. 


packages; 12-doz. packages, $3.84 per doz. packages; 36-doz. 
packages. $3.60 per doz. packages. 
Every-Ready Safety Razors, 1 doz. lots, $8.40 per doz. net, 


f.o:b. Chicago; 3-doz. lots, $8.00 per doz. net, f.o.b. Chicago; 
Ever-Ready extra blades, standard packages of 6 blades, lots 
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of 1-doz. packages, $3.36 per doz. packages; per card of 
2-doz. packages, $6.72 per card; lots of 5 cards in one ship- 
ment, $6.24 per card. 

Table Cutlery.—‘Gross Goods,’ standard makes and pat- 
terns, cocoa, ebony and white bone handles, $11.00 to $33.00 
per gross net, f.o.b. Chicago. 

Silverware.—1847 Rogers flatware. New list prices dated 
July 15, 1919. On basis $11.00 per doz. for teaspoons; on 
basis $22.00 per doz. for tablespoons, less 50-10-5 per cent 
discount. 

Oneida Community teaspoons, $4.40 per doz. net, f.o.b. 
Chicago; tablespoons, $8.80 per doz. net, f.o.b. Chicago. 

Solid handle Knives and fiat spoon handle forks, six knives 
and six forks in a set, $8.60 per set net, f.o.b. Chicago, 

Nickel Silverware.—Teaspoons, $13.40 per gross net, f.o.b. 
Chicago. Tablespoons, $26.86 per gross net, f.o.b. Chicago; 
medium knives and forks, six knives and six forks in a set, 
$3.50 per set net, f.o.b. Chicago. 

Shears.—_Standard steel laid shears, first quality, fully 
guaranteed, japanned handles, 6-in., $8.75 per doz net, f.o.b. 
Chicago; 7-in., $9.75 per doz. net, f.o.b. Chicago; 8-in., $11.00 
per doz. net, f.o.b. Chicago. Nickel plated handles, 6-in., 
$10.25 per doz. net. f.0.b. Chicago; 7-in., $11.50 per doz. net, 
f.o.b. Chicago; S-in., $12.75 per doz. net, f.o.b. Chicago. 

Barber sheais, full nickel plated, 7-in., $11.50 per doz. net, 
f.o.b. Chicago; S-in., $12.75 per doz. net, f.o.b. Chicago. 

Toilet Clippers.—Khedive, $1.55 per pair net, f.o.b. Chi- 
eugo; Success No. 1, $1.80 per pair net, f.0.b. Chicago; Suc- 
cess No. 0, $1.90 per pair net, f.o.b. Chicago; Brown & Sharpe 
No. 000, list per pair, $4.00, less 25 per cent discount; Brown 
& Sharpe No. (0, list per pair. $4.00, less 25 per cent discount: 
3rown & Sharpe, No. 0, list per pair $4.00, less 25 per cent 
discount; Brown & Sharpe No. 1, list per pair, $ q 
per cent discount. Competition toilet clippers, $1.00 per pair. 








Twin Cities Cutlery Market 


Minneapolis and St. Paul, July 26, 1919. 

HE cutlery market here seems to have settled down to 

the midsummer level with no particular high spots. 
tazor blades, razors and pocket knives seem to continue to 
hold the center of the stage in the sales. Carving sets here 
and goods of this description are moving more slowly. With 
the vacation season still with us the call is of course heavy 
on the first-named items. 

Manufacturers have announced advances on pocket knives 
and undoubtedly further advances will follow all along the 
line on cutlery of all descriptions. Labor troubles and higher 
cost for skilled labor are given as the cause. This will 
mean further advances to the buying public in general and 
it is problematical how long such a condition can continue 
before there is a general rebellion and a cutting down of 
purchases. 

The addition of war tax of course curtails sales to a 
certain extent, and with the present condition in Congress 
it does not look as if there would be an early repeai of this 
aggravating feature of our tax levy. It certainly takes all 
of the joy out of purchasing anything along the cutlery line 
that carries a tax to have a price named and then the 
amount of tax tacked onto that, so that the article always 
costs just a little bit more than at first figured. This 
leaves a bad taste in the mouth of the buyer. 

The shears and scissors received from the factory are 
back to their pre-war finish and style. This market re- 
ceived very little war finished goods, which is perhaps ex- 
tremely fortunate as they will not sell after the better 
finished articles begin to appear in the market. 


Boston Cutlery Market 


Office of HARDWARE AGE, 
Boston, July 26, 1919. 

OCAL receipts of cutlery in general have been 

slightly better during the past fortnight, and espe- 
cially the past week, according to local hardware job- 
bers, but the manufacturers are still far behind on 
deliveries and the supply situation is still very unsatis- 
factory. Prices all along the line are exceptionally 
strong, except in one or two cases. Hedge and grass 
shears, for instance, for next season, show a slight 
decline. On the other hand, prices for butchers’, bread 
and similar knives, are stronger, and by the time the 
retail dealer of New England reads this letter pocket 
knife values possibly will be higher. It was planned by 
the leading manufacturers to advance pocket knife 
prices about a fortnight ago owing to the increased 
cost of labor, but action was deferred pending develop- 
ments in connection with the method of marketing a 
certain brand of goods. It is believed, however, that 
the knife makers cannot longer delay action, for every 
day they do so means monetary losses for them. 

As for the retail demand for cutlery in general, it 
continues excellent. Occasionally one runs across a 
retail house with fairly good stocks of goods, but gen- 
erally speaking they are shy, especially of the high- 
grade things. Consumptive buying is normal, and the 
retail dealers are of the opinion business will continue 
good right through the year. As one retail dealer puts 
it: “Did you ever notice that the public always want 
just the thing you cannot get? Well, that is the case 
in high-grade cutlery, especially scissors. I have had 
orders for scissors in the manufacturers’ hands for 
weeks, but can’t get them. But everybody else in the 
hardware business, so far as I can find out, is in the 
same boat with myself and there is no reason why I 
should find fault under the circumstances. I shall be 
mighty glad to get the scissors when the manufacturer 
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can ship them, and I will consider myself lucky when 
he does.” sc caiaialeetadicds 

ips.—Trimmer, No. 12, 97c. each; No. 10, -58; No. 9, 
$172. No, 8, $1.95: No. 7, $2.45. Dental snips, No. 0, $9.80 
doz.; No. 1, $10.75. 


Scissors.—Heinisch and Wiss goods, standard embroidery 


(tw harp points), 3-in., $8.85 list per doz.; 3%4-in., $9.20; 
Ne $9.50.) Standard ladies’ (one round and one sharp 
point), 4-in., $9.50 list per doz.; 5-in., $10.10; 6-in., $11.40. 


Pocket (two round points), 4-in., $8.85 list per doz.; 4%-in., 
$9.20; 5-in,, $9.50. Buttonhole, 4%4-in., $11.40 per doz. _Mani- 
cure, 2 1/3-in., $12.65 per doz. Nail, 3%%-in., $12.65 list per 
doz. 
Shears.—High-grade japanned, 6-in., $8.60 per doz.; 6%4-in., 





Hardware Age 


9.20; 7-in., $9.70; 74-in., $10.25; 8-in., $10.80; 8%-in., 
ies $-in. $13.45; 10-in., $16.70; 1l-in., $18.85; 12-in., $20.45; 


13-in., $22.60. Popular-priced goods (warranted), all sizes, 
$4 per doz. Low-priced goods, all sizes, $2 per doz. 
Knives.—Butcher knives, standard make, 6-in., $4 per doz.: 
7-in., $4.80; 8-in., $6; 9-in., $7; 10-in., $8.50; 12-in., $11; 
14-in., $14. 
Pocket Knives.—Standard make, $7.50 to $9 per doz. 
Hair Cutters.—Popular kinds, plain cases, 75c. and $1.50 


each. Fancy cases cost more. 


Safety Razors.—Gillette regular, sets, $5; traveling sets, 
$16 to $27, less 25 per cent discount; Auto-strop, regular 
sets, $5; less 25 per cent discount; Gem, $1 sets, $8.40 in 
dozen and $9 in less than dozen lots; Ever-Ready sets, $8.40 
in dozen and $9 in less than dozen lots. 





TRADE CONDITIONS IN 
Paints, Oils and Colors 








Cleveland Paint Market 


OFFICE OF HARDWARE AGE, 
Cleveland, July 29, 1919. 
ETAIL dealers report a good demand for paints and var- 
R nishes, and expect that business will continue heavy 
during the entire season. Jobbers’ orders have fallen off 
somewhat, owing to the fact that retailers have good stocks, 
but retailers are expecting to buy liberally for fall shipment. 
Most paint manufacturers are quoting prices at the on ee 
gal. advance noted in our last report. Price advances net 
not been made on floor varnishes except on a few kinds, ant 
prices on stains are unchanged. Several leading manufac- 
turers have marked up carriage and automobile paints about 
15¢. per gal. 3 ot ; 
ge ell. quote mixed paints at $3.60 to $3.75 per gal. for 
colors, and $3.85 to $4 for white. “4 ' 
Linseed Oil.—Linseed oil is moving well, and continues to 
advance. The supply is short and jobbers are unable to buy 
carload shipments for stock. Dealers are buying small lots 
as needed. We quote from jobbers’ stocks: | : ' 
Strictly pure linseed oil in bbl. lots at $2.50 for raw, anc 
$2.52 for boiled oil. ‘ 
Turpentine.—Turpentine has again advanced sharply anc 
has a up 39c. per gal. since July 1. The receipts are 
below the demand. The scarcity is —- to the fact 
t a great deal of oil is being exported. ’ 
thie waake from jobbers’ stocks: Strictly pure turpentine 
at $1.44 per gal. in bbl. lots. i 
White Lead.—White lead is moving well, and prices are 
firm and unchanged. : ol : 
We quote strictly pure white lead in 100 Ib. kegs at 13c. 
gee limited 1 prices 
Shellac.—The supply of shellac is very limited, and prices 
are higher. The scarcity is attributed to the fact that there 
is very little T N orange gum on the market. , 
Jobbers quote pure white shellac at $5.65 per gal. for 5 gal. 
cans, and $5.70 for 1 gal. cans, and orange at $5.40 for 5 gal. 
cans, and $5.45 for 1 gal. cans. ; 
Rosin.—Rosin is scarce and is a‘lvancing in price. 
quote E-grade rosin at $16.55 for 280 Ibs. 


Cincinnati Paint Market 


OFFICE OF HARDWARE AGE, 
Cincinnati, July 26, 1919. 


linseed oil and turpentine have all taken sharp 
and it does not look as if the end has been 


Jobbers 


AINTS, 
advances, 
reached. P bia - ; 
ints.—An advance on first-grade mixed paints 0 
on oe on has been made within the past week, while 
second and third grades have been marked up 25c. Reports 
from all sources show that the month of July will be the 
largest mid-summer month that either paint makers or 
dealers have ever experienced. So much business had been 
held up and dealers’ stocks have been allowed to run so low 
that the season will doubtless extend further into the year 
than at any time heretofore. 


The Foy Paint Co. quote to dealers as follows: First grade 


ixed paints, $3.70 per gal.; white. $3.80. Second grade 
seed, *32.70: white, $2.80. Third grade mixed, $2; white, 
$2.15. 


Linseed Oil.—The marking up in the price of linseed oil has 
by no means shut off a demand for it. As a matter of fact 
there is heavy buying on the part of paint makers and others 
who are not covered. The wholesale quotation is $2.30 per 
gal. in barrel lots. ; 

Turpentine.—A record figure has been reached in the price 
of turpentine that is quoted to-day in barrel lots at $1.45 
per gal. This represents a 15c. advance during the past five 
days. The supply of turpentine is said to be becoming more 
limited and further advances are predicted at an early date. 

White Lead.—No changes are expected in white lead prices 
that are understood to be guaranteed until December 1. 
There is a big demand from different sources, but asa rule 
shipments can be made promptly. The base price to-day is 
13c. per lb., with the usual trade discounts on different sized 
packages. 


Chicago Paint Market 


OFFICE OF HARDWARE AGE, 
Chicago, July 26, 1919. 
TRIKES and lockouts in Chicago and vicinity -have 
practically stopped building operations for the time 
being, but as yet this has had very little effect on sales 





of paint. Weather conditions have been ideal for out- 
door painting and property owners generally have been 
taking advantage of the opportunity to paint their 
buildings. Both manufacturers and jobbers report a 
good demand for mixed house paints, linseed oil, white 
lead and dry colors. The demand for varnishes is 
somewhat lighter, but will increase as the fall renting 
season approaches. Local dealers are meeting a brisk 
demand for paints and brushes, although the small con- 
tainers continue to sell over the larger ones. The re- 
cent advances seem to have had little or no effect on 
sales and prospects are bright if only building opera- 
tions are resumed. 

The linseed oil market has shown some fluctuations 
during the past week, but prices are now the same as 
reported last week. The Government report for July 
shows a decrease in the acreage of flax of about 5 per 
cent from that of last year. The drought in Montana 
and Western North Dakota has also cut down the crop 
appreciably. According to the Government figures the 
total will be less than 13,000,000 bushels. Reports from 
the Argentine indicate a fairly good supply of seed in 
that country, but the scarcity of shipping makes it 
doubtful if any great relief 1s to be expected from 
that source. The exports from Argentine for the first 
four months of this year were, with a single exception, 
the smallest for any corresponding period since 1914. 
It is generally believed that linseed oil will be high in 
price for another year. 

Turpentine has been climbing in price steadily for 
the past two weeks, due to the heavy export demand. 
The Southern market is very active, while in the North 
it is more quiet. From present indications prices will 
go still higher unless foreign buyers ease up on their 
demands. 


Brushes.—Retailers report an exceptionally good demand 
for brushes at this time and attribute it to the fact that the 
high price of labor is forcing many property owners to do 
their own painting. The heavy sales of ready mixed paints 
in the smaller containers lends color to this belief. Retail 
stocks of brushes seem broken, but dealers do not seem in- 
clined to buy in any large quantities, evidently believing that 
lower prices will prevail next season. They are buying 
steadily but in small quantities. On the other hand, jobbers 
ones that prices on brushes are more liable to advance than 
decline. 

Mixed Paints.—Mixed paints are selling in very good vol- 
ume at this time, although it is conceded that unless building 
operations speedily resume there will be a falling off in sales. 
Local painters are very busy and that fact together with 
the high cost of labor is inducing many small property 
cwners to do their own painting. The recent advances have 
‘een taken in most instances by the retail trade, who report 
little or no effect on sales. Manufacturers report. their 
plants working to capacity on new demand goods, while 
stocks of jobbers and retailers are much below normal. 

Linseed Oil.—The conditions in the linseed oil market are 
practically the same as outlined in our market of last week. 
There is a serious shortage of seed in this country and Gov- 
ernment reports indicate a much smaller yield than had been 
expected. Argentine has a fair supply of seed on hand but 
is almost unable to ship it on account of the scarcity of ship- 
ping. The demand for oil has been heavy for several weeks 
past and some of the crushers are practically out of the 
market now. The opinion is freely expressed by the crushers 
that linseed oil will continue high in price for at least another 
year, 

We quote to retailers, f.o.b. Chicago: Strictly pure linseed 
oil in barrels, 1 to 4 bbls.. one delivery, raw, $2.42 per gal.: 
boiled, $2.44 per gal.; 5 to 9 bbls. one delivery, raw, $2.23 per 
gal.; boiled, $2.25 per gal.: 10 bbls. or over, one delivery, raw, 
$2.18 per gal.; boiled, $2.20 per gal. Terms. 30 days net, or 
less 1 per cent if paid within 10 days from date of invoice. 

Turpentine.—The price of turpentine has climbed steadily 
throughout the past week and seems likely to reach the high 
record. There is an exceptionally heavy export demand, and 
unless the high prices scare the foreign buyers out of the 
market, prices will continue to soar, as the output is ratier 
limited. The markets of the South are reported to be Ppar- 
ticularly active at this time. The domestic demand is about 
normal. Chicago jobbers are now asking 17c. per gallon mor:- 


than a week ago. 
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We quote to retailers, f.o.b, Chicago: Strictly pure tur- 
pentine, in barrels, $1.38 per gal. 

Denatured Alcohol.—The demand for denatured alcohol is 
fair and seems to be increasing. There is no particular 
shortage in the market, the jobbers having good stocks and 
experiencing no trouble in getting shipments from the dis- 
tillers. Orders for future delivery are coming in in a very 
satisfactory manner. Prices seem firm at the level of last 
week, 

We quote to retailers, f.o.b. Chicago: 180-deg. denatured 
aleohoi, in barrels, 50c. per gal.; 5 and 10 gal. kegs, 20c. per 
gal. higher; 1 gal. cans, 25c. per gal. higher, which price in- 


‘cludes containers. Where sold in bulk in less than barrels 


the price is 10c per gal, more, with extra charge for the cans. 

White Lead.—The undertone of the market on white lead 
is very firm with nothing to indicate any decline in price. As 
a matter of fact, the high price of linseed oil would seem to 
justify a slight advance, and it is the general opinion that 
only the determination of the makers to stand by their former 
announcements is keeping the price where it is. Sales are 
moderately active. 

We quote to retailers, f.o.b. Chicago: 100-lb. kegs, per Ib., 
13c. in quantity; single kegs, $13; 50-lb. kegs, per Ib., 13%c. 
in quantity; single kegs, $6.75; 25-lb. kegs, per Ib., 144%4c. in 
quantity; single kegs, $3.45; 12%-lb. kegs, per Ib., 13%c. in 
quantity; single kegs, $1.80 (500-Ib. lots or more, %c. per 
lb. less). 

Shellac.—The shellac market is very quiet. There is very 
little shellac to be had and few sales are reported. All the 
gum that is being shipped into the country at this time is 
sold before its arrival, and it looks as though this condition 
would continue for some time to come. Local markets show 
an advance of 50c. per gallon since our last report. 


We quote from jobbers stocks, f.o.b. Chicago: Pure white 
shellac (4-Ilb. goods) in gallon cans, $5.25 per gal.; pure 
orange shellac (4-lb. goods) in gallon cans, $5.15 per gal. 

Sundries.—We quote from jobbers’ stocks, f.o.b. Chicago: 
New York Plaster of Paris, in barrels, $3.50 per bbl.; Gilders 
whiting, in barrels, $1.75 @ $2.50 per cwt.; English Venetian 
Red, in barrels, $2.50 @ $4 per cwt. 


Boston Paint Market 


Office of HARDWARE AGE, 
Boston, July 26, 1919. 


. past week has been an uneventful one in the local 
paint business. Aside from the usual highjinks in 
turpentine values, prices have remained about as last 
reported. The volume of business transacted has been 
remarkably good considering the weather conditions, but 
some falling off in bookings is generally anticipated by 
the big fellows during the next month inasmuch as the 
bulk of the road men are due to take their vacations. | 

As to the future, the wholesale houses are optimistic 
and apparently they have reasons to be. In speaking of 
the outlook for prices one of the best informed dealers 
here says: “I cannot see how prices for mixed paints, 
and, in fact, everything used in connection with the 
paint trade, can be lower while labor keeps on demand- 
ing higher wages. The consumer of paint should re- 
member that labor represents a very large proportion 
of the cost of paint to-day, and that the manufacturer 
cannot hope to lower his prices until this item has been 
reduced. The average retail dealer in New England, at 
least, I think realizes the situation. His characteristics 
are no different than those of the ordinary business man 
of the country. What I mean is, that he cannot be in- 
duced to buy paint, or anything else for that matter, on 
a falling market. But just so soon as he is convinced 
prices are not going lower, he buys freely enough, which 
accounts for the splendid business we and others have 
been doing so far this year and for the bright indica- 
tions for business this fall. Everybody dealing in raw 
materials, used in connection with the manufacture of 
paints, is in exactly the same position as the paint 
maker, and its a cinch that prices will not be lower for 
a long time, which makes it all the more certain mixed 
paints will not be cheaper. So much for the price of 
paint. Now, new construction work is beginning to 
assume sufficient proportions to warrant optimism in 
paint circles. It is coming ahead fast enough to indi- 
cate that by the time we get over the vacation period 
and down to brass tacks once more there will be enough 
demand for paints of all kinds to keep us extremely 
busy until snow flies. I’m a bull on this paint market, 
and am convinced that the fellow who holds back is the 
one who is going to let slip an opportunity to make a 
lot of money.” 


Brushes.—The brush situation is unchanged. In a retail 
way more or less stock is selling from day to day, but the 
wholesale market has flattened out. Manufacturers manage 
to keep busy, however. 

Dry Colors.—Comparatively little has been doing in dry 
colors since last reports. Stocks in Boston are badly broken, 
although occasionally one locates fairly large stocks in 
jobbers’ hands. So far as prices go, there is no reason to 
suspect, according to the gossip here, a change will be made 
for some weeks at least. 

Barrel Lots.—Plaster of paris, $4 to $4.25 per bbl.; whit- 
ing, commercial (bolted), 2c. per Ib.; whiting, gilders’ 2%c. 
per lb.: dry zinc (American), 20c. 1Ib.; lamp black, bulk, 
15c. lb.; lamp black, in 1-lb. packages, 19c.; raw and burnt 
umber, 9c. to 12c. Ib.; raw and burnt sienna, 15c. to 17c.; 
ci ga = oe brown, 3%c.; yellow ochre, 3%c.; Venetian 
red, c. 
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Pound Lots.—Paris green, in 1-lb. packages, 50c. lb.; in 
%-lb. packages, Slc. lb.; in %-lb. packages, 52c. Ib.; ultra- 
marine blue, 24c. Ib. 

Glue.—The local market for glue continues lifeless, but 
prices apparently are just as firm as ever. 

Glue, ground, 14c. per lb.; plate, 35c. per lb.; clear bon- 
net, 37c. Ib. 

Lead.—The general feeling here is that lead prices will be 
advanced in September and there has been some stocking 
up in anticipation, but the market is a long way from 
being active. 

White, in oil and dry, 12%-lb. kegs, 13%c. Ib.; 25 and 
50-lb. kegs, 134%4c.; 100-lb. kegs and larger, 13c.; for 500-lb. 
lots and over deduct 5 to 10 per cent. Dry red lead and 
litharge, 12%-lb. kegs, 13%4c. 1lb.; 25 and 50-lb. kegs, 13%c.; 
100-lb. kegs and larger, 13c.; red lead, in oil, 12%-lb. kegs, 
14c.; 25 and 50-lb. kegs, 13%c.; 100-lb. kegs and larger, 
13%c. lb. Orange mineral, 12%-lb. kegs, 13%c. lb.; 25 and 
50-lb. kegs, 134c.; 100-lb. kegs and larger, 13%4c. 

Oils, Etc.—All previous high record prices for turpentine, 
as quoted here, have been broken since last reports. The 
market ts, is quoted at $1.37 per gallon if you buy it 
by the barrel, and $1.47 per gallon in less than 5-gallon 
lots, or 9c. per gallon more than was the case a week ago. 
A year ago turpentine was quoted at 73c. per gallon in barrel 
lots and at that time everybody thought it was an excessive 
price. In a year, therefore, the price has very nearly 
doubled. It is needless to say that the demand for tur- 
pentine has decreased. General opinion here is that the 
apex in linseed oil prices has been reached. No immediate 
reduction in values is anticipated, but naturally everybody 
is hoping there will be. 

Castor oil, $2.30 per gal.; cylinder oil, 50c. gal.; gasoline, 
50 gal. or more, 25%c. per gal.; kerosene, 50 gal. or more, 16c. 
gal.; lard oil, $1.80 gal; alcohol, denatured, 49c. gal.; wood, 
$1.40 gal.; linseed, raw, in barrel lots, $2.31 gal.; in 10-gal. 
lots, $2.36; in 5-gal. lots, $2.38; in 1-gal. lots, $2.41; boiled, 
in barrel lots, $2.20 to $2.31 gal.; neatsfoot, $1.85 gal.: 
sperm, $2.30 gal.; paraffin, 35c. gal.; floor oils, 50c. gal.; 
turpentine, $1.37 gal. in barrel lots; in 10-gal. lots, $1.42; in 
5-gal. lots, $1.44; in 1-gal. lots, $1.47. . 

Shellac.—The situation so far as gum shellac is concerned 
has not changed. Supplies are still down to a minimum and 
prices are almost prohibitive. The most common kinds 
easily command $1.25 per pound, while the better grades 
are held at as high as $1.50, in some instances. 


Sundries.—The market for sundries continues sufficiently 
active to keep interest alive, but it is not nearly as active as 
it was July 1. Prices on everything are very strong, and 
because of the sensational prices for turpentine there has 
been some renewed talk of an advance in floor wax. 


Pufty (best), in 125-lb. drums, 8c. lb.; commercial pu 
fin drums), 6c.; floor waxes, 45c. per 1b.; paraffin ny 
225-Ib. cases, 118-20 melting, 9%4c. Ib.; 123-25 melting, 94c.; 
128-30 melting, 10%c.; crude wax, 7c. per pound. Plant re- 
mover, $2.50 list; oxalic acid, 35c. per pound. 

Varnishes.—The movement of varnishes is not as 
it has been, but nobody is overstocked and prices 2 
very strong. There is a feeling in certain quarters close to 
the manufacturers that the market should be advanced for 
fall business owing to the cutting down of late in the 
——_ KF oy at = the — hand there is an element 

tha elieves i 
ds’ shane a further advance would curtail 


Twin Cities Paint Market 


Minneapolis and St. Paul, July 26, 1919. 

‘HE most interesting phase of the paint trade here i 
1 the local markets is the increase in price all the pe 
along the line. Mixed paints show an advance and turpen- 
tine continues to keep even with the advancing prices 
Paint continues to sell very rapidly. There seems to be 
practically no let-up for the summer season, although in 
reality, judging by the early season paint sales, there is 
some decrease in the amount of call. i ai 

Mixed Paints.—All of the local jobbers have adv: 2 
their price on ready-mixed paints and dealers are he 
their example as rapidly as possible. The call continues 
good especially for the smaller size packages, although 
house jobs are selling freely even in this midsummer season. 

We quote from local jobbers’ stocks: Mixed i 

4 ‘ ae .2 paint at $3.60 
per gallon for first grade; $2.30 per gallon for second Ban 

Linseed Oil.—Linseed oil has remained steady during th 
woes oe eee further advances would Tot be ~ nog 
pected. Sales continue to be ver fs] stock 
ag y good with plenty of stock 

We quote from local jobbers’ stock: Raw linseed oil i 
barrel lots at $2.33 per gal.; boiled linseed oi ge 
Sle eed oil in barrel lots, 

White Lead.—White lead is holding steady with no ch 
whatever in the price. The demand is at z oane 
level as previously noted. a ee ae ee 

We quote from local jobbers’ stocks: White lead in 100-Ib 
lots at $11.81 per cwt. with the usual differentials for size 
of package and quantities. 

Turpentine.—Turpentine continues to soar upward with 
apparently no chance for any halt in its advance. Sales 
continue to be very good. 

We quote from local jobbers’ stocks: Turpentine i 
lots at $1.41% per gallon. i ee ee 

Denatured Alcohol.—The call is comparatively ligh 
season of the year for this material, although. Lt = 
using a considerable quantity. Prices show no change. 

Shellac.—The call for shellac is heavy with price 
steady and strong. f cee 

We quote from local jobbers’ stocks: White shellac in 
barrel lots at $4.50 per gallon. Orange shellac in barrel lots 
at $4.25 per gallon. 

Stee! Wool.—The call for steel wool still continues good 
even with the advance in price. There seems to be sufficient 
stock on hand to meet any local demand and mill shipments 
are good. 

We quote from local jobbers’ stocks the No. 00 st 
at $1.03 per lb.; No. 0 at 67c. per lb.; No. 1 at A ogg thy 








Publicity for the Retailer 





By Burt J. 


Punch in this Sporting Goods Ad 
No. 1 (3 cols. x 19 in.). (See opposite page). 

HIS ad was written by Charles L. Haynes of 
T the advertising department of the Haynes 

Hardware Co., Emporia, Kan., after Mr. 

Haynes had read the chapter on “Sporting Goods” 
in our book, “Hardware Advertising,” which is pub- 
lished by HARDWARE AGE. 

It is indeed a compliment to us to have been the 
means of inspiring such a substantial appearing and 
forceful reading ad as this one certainly is. Fur- 
thermore, it reflects the serious spirit in which hard- 
ware men are viewing advertising. They give the 
subject careful study, procure treatises on adver- 


—A page of practical vacation needs. 


AMERICAN EAGLE 11 





Vacation Days 
4 Camping trip has tts trials and tribulations, but is there a vacation that will give more rest and health 
than camping? Proper camping equipment takes al! the discom 
the comforts of home while “roughing it.” 


rts from camping and one may enjoy many of 


Buy a Tent 
Get Out Into the Open 


WALL TENTS 
2 duck 





x 
Boy Scout Shelter Tent, Khaki Brown 


“GOLD MEDAL” FOLDING |Boy SCOUT COOKING OUTFIT 
Ligne 


SQUAW PACK 
CAMP CHAIR than “Ruck Pack, and net oo 







CAMP GRATE 
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RUCK SACK 
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GOLD MEDAL” FOLDING AX BN 
PORCH AND CAMP CHAIR : 











Outdoor Ad Inspired by Reading Hardware Age Book—Making Small Space 
Attractive—Putting New ‘‘Pep”’ in the Headline—Other Forceful Ads 


PARIS 
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20 Minutes to the Pound 


This rule for roasting beef is time tried and trustworthy—if 
ur oven is ali that it should Pin a. big capable oven of the 
ETROIT JEWEL ‘“‘Special’’ G: evelops a quick, 

intense heat that at Once sears the-roast and cooks it thoro 
a = “twenty minutes to the pound’’ prescribed by competent 


ooerhis is does with the use of less gas than any other range we 
have ever seen. 

And this efficient, patented oven can be regulated in a moment 
to give an even, steady heat at any temperature. 

fagt, this range is nothing short of wonderful in every way. 5 

Handsome, bree gh arranged to lessen work, equipped with Porce- 
lain and finished in Baked Ebonite, it is the one range that will 
always give you perfect satisfaction. 


W. J. Corbett Hardware Company 
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38—The headline gets the interest 


tising practice and carefully watch what their trade 
journals have to say regarding the subject. 

Here the appeal must reach every man who realizes 
that whatever money he makes, whatever degree of 
success he attains, however happy he may become, 
depends first and foremost upon the state of his 
health. Without health, life is a mockery and money 
of no value whatsoever. 

Therefore, the heading of this ad and its follow-up 
stops the reader and makes him realize that NOW 
is the time to ease up on work and put in as much 
time as possible out in the open. 

The three most popular summer sports are fea- 
tured here—fishing, swimming and tennis playing. 
These three sports, it may safely be assumed, appeal 
to the largest number of persons of both sexes. We 
believe it was good judgment to so concentrate the 
appeal of the ad. 

The copy has a double-barrelled slant: an opening 
paragraph of red-blooded talk followed by para- 
graphs of descriptions and prices. The illustrations 
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are well placed and the panel display effect serves 
to make the layout attractive and make reading 
easier. 

In our book we asked for red-blooded ads, and Mr. 
Haynes has certainly come across with one. 


Information for the Vacationist 

No. 2 (8 in. x11 in.). 
"TAKE a look at this page from the American 

Eagle, the store paper published by the Ameri- 
can Hardware Stores, Bridgeport, Conn., if you 
want to see just how to appeal to the folks who are 
shaking the dust of the city for the mountain trails, 
the sandy beaches, and the open expanse of the 
forest-bordered lakes. 

The size of the American Eagle, by the way, has 
been changed. It formerly was a smaller paper 
with a two-column make-up; it is now enlarged suffi- 
ciently to permit of three columns to a page. 

We congratulate C. C. Hanmer, the adman for 
the company. He has produced a wonderfully im- 
proved paper. The three columns allow the display 
of a two-column ad with reading matter alongside, 
which is more effective than the page ad lacking 
reading matter. Mr. Hanmer also uses a cover 
design with each issue, which further enhances the 
attractiveness of the Hagle. Ads from manufac- 
turers are also included in this issue. 

We most certainly advise continuing the paper in 
its new form. The small extra expense entailed 
more than justifies the increased value of this very 
carefully edited store paper. 

This vacation page is worthy of study. It lists 
a lot of articles of sound value to every type of 
vacationist who believes in getting back to nature. 
It should appeal specially to the motorist. 

Note the ruck sack for the hiker; the camp grate 
for outdoor cooking; the folding chairs and cots for 
extra comfort and the extra visitor, and last but 
not least the tents for the camper and for the 
children. 


The Art of Writing Headlines 
No. 3 (8 cols, x 7 in.). 
HIS ad was sent us by the W. J. Corbett Hard- 
ware Co., Tucson, Ariz. We direct special no- 
tice to the headline. Somewhat unusual for a stove 
ad, what say you? 

The headline can make or break an ad. We hereby 
make a plea for better headlines; for headlines that 
introduce a hardware article from a new angle; that 
suggest a new train of thought in the mind of the 
party reading your ad. 

Newspapers teach us the value of the headline. 
Trained writers drawing good salaries devote them- 
selves to keeping the shop window (the headlines) 
of the newspaper fresh and attractive. Personally 
we have known headline writers to write and re- 
write an important headline as many as ten times 
before getting it to the acme of interest-creating 
power. 

Surely, hardware advertisers, paying out good 
money for space, should do the same. Ofttimes a 
crackerjack headline and mediocre copy will pro- 
duce better results than a lifeless or trite headline 
with the best copy in the world. The newspaper- 
man’s creed is, “get ’em with the headline,” and it 
is a wise creed for every hardware man to adopt. 

“20 Minutes to the Pound” is bound to corrall 
the interest of every housewife for the reason that 
while every housewife openly accepts this ruling, 
there seems to be enough difference of opinion to 
make such a headline carry weight with those house- 
wives who may be “on the fence.” When we are 
told a truism, we pay little attention to it, but when 


Nos. 4 and 5 (each 2 cols. 
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1—A red-blooded sporting goods ad. 


HEHENENEZHSNZNENENENZNENEZNENEZNENINIHEZNIH 
Take Time to Play Gain 
Priceless Health in the 
Great 


Outdoors 


Add that extra hour of daylight to your play time. away 
pew work, get out in thé sunshine and play. Play as ye as you 
work, 
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F ishing’ s Fine 


Haven't you seen the s strings yr channel cats com- 







ring up, the fish have been traveling 
$ “ familiar hole” is filled again with nice 
ready to put up a fight.” 

ie us for everything but the fish. 











FISHING TACKLE 














Steel Rods—A!l lengths, the plain and agate eyelets; rods best adapted. for 
CS EEL eS eee a .---- $2.50 to $7.50 
Reels, lines, floats, sinkers, staging, seine, twine, minno S, spinners and artifi- 
cial bait A fall line, priced right. “Come on ov. let's $ go fishing. 

e 
-_ 
A Healthy, Vigorous Swim .. 
Exercise— ming 

“Splash —what a buster. Gosh! | Women’s Suits, knit, form-fitting 
need practice.” Don’t wait, get that | ga arments, long ew do not bind or 

? ; . . amper arms and legs; in cotton, wool, 
swimming suit, take the whole family; | one-piece sells .. * "$2.50 to $7.50 


there’s lots of fresh, clean water, just 
Good sport, Swimming caps, attractive patterns 


the right temperature. 
and colors, tight-fitting. eep your 


good exercise. 














RE GF eccactunsesines 25¢ te $1.00 

Ov Bathing shoes for women. several 

Look er Our Stock | styles and patterns. .......60¢ to 85¢ 

Men’s and boys’ swimming a > ° 

cotton, wool, two-pieced, single pic | Ear protectors --.----..--..-- S00 
form-fitting suits. ......- 85c to '$5.00 | Walet? WRI ceca Sawcsctnne 50c } 
- a 

Tennis—Tennis is a clean, health-giving sport; old and young and both sexes 


can play the game. Clean up that weedy lot,,.make a neighborhood tennis court 
Backstop wire. 
Tennis nets. $1.75 and $3.00. 


Tennis Racquets, D. & M. tennis racquets are becoming 
more popular; new models, new styles, well balanced; good 
gut racquets that will give you service and stand up. under 
severe usage. 

Tennis racquets, $1.25, $1.75, $2, 
$2.50, $3 and up. 

Tennis balls, practice, 25¢. 





D & M. Championship, 60c. tA A 
Come in, talk {it over, let’s play.» ha 
We are head w= quarters por ke ore jete § j ra 

f se able sport: gebds j IE: AK 





stock of sea 
bas seal g 00d 35 and golf ge po 
bal 











PLAY MORE 


Outdoor sports —- fit you for the big task 
ahead 


eS 


ee 


HE < ES 
VAYN NI 0. 
a Ld,” DWA RE 105. 

Emporia, Kan. 


Phone 105 ~ Phone 105 


Americus, Kan. Hartford, Kan. 


ZHENLWENSNSHSWHEWLWSNSNTWZHEMSNSZHINENINE 


SASHSNTWHSNINSNSASHENSHENIWINSHENINESALHNENININMSNERENSEMZWENS NEW SWNSWSWNINTNSNZNSNLNLWSNSNENLWESNSNLWLNLWLWLNSWEN LE 
HE HEWSNSRSHSHEHSHEHSAZHEMSWZNEW ZNSE SHSM ENENSMEMEWEMENZHEWLWENE 


we are told of something about which there is a 
difference of opinion, it causes us to sit up right 
away. 

The interest created by this headline is woven 
throughout the copy and the result is that this 
Corbett ad is very readable from top to bottom. 

What can YOU do in headline writing? Let’s 
hear. 


Snappy Small Space Ambassadors 

v3 in.). 

[ts easy to make a loud noise with a big horn but 
it’s a different proposition when your horn’s size 


is diminutive. What you can’t offer in noise, you’ve 
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4 and 5—Models of neat small space display 





EVERYBODY READS 
OUR ADS 
—because we try to tell: you 
how to save money: on those 
things you need and want. 
It’s. a pretty good habit to 
look for our ads because we 
can guarantee you'll get bet- 
ter merchandise at a lower 
inoderate price than any place Z 
else in town. We'll always have interesting news to tell you in 

our ads— 


Watch for Them and Watch Our Windows ° 


Riverside Pyardware Co. 


Harry Woodward, Pres, W.B. Irwin, Vice-Pres, 


781 Main Street’ :: :: 3: “On the Sunset Side” 











We're Completely Stocked 
On Gardening Tools 


People seem to be going in for 
gardening stronger than ever be- 
cause they have learned the lesson 
of thrift which developed from 
their war-time efforts at raising 
their own vegetables, and greens. 

And we are helping them, too, by 
showing a large. assortment of 
“Handy” Gardening Implements 
‘which will make.their work easier. 
rs Low prices for quality tools are in 
: == Order, Come—Choose Now. 
“Yueea” Tree Wraps for the nursery atock—protect from sun and 


rabbits—cost little—save much—2c each, 


Riverside ffyardware 
33. “On the Sunset Side” 











Harry Woodward, Pres. W.B. Irwin, Vice-Pres. 


781 Main Street :: :: 














got to make up by art. Same way with a small 
space ad; you’ve got to get classier set-ups and 
wheedle the reader away from the big ad with more 
pleasing arrangements. 

We are glad that we can illustrate what we are 
talking about. Take a peek at these two Riverside 
Hardware Company’s ads which did good work in 
Riverside, Cal. They’re too neat to be passed by 
and too well written for the reader to lose interest 
once his attention is gained. Look at that firm 


name display—pretty neat set-up, don’t you think 
so? And it’s type, too—no special drawing. Look 
at the cuts. The cuts help a lot, and the Riverside 
people were wise when they subscribed to the hard- 
ware service which furnishes such neat and adapt- 
able cuts. 

And then the copy. Read that one on advertis- 
ing. What we would like to see is a flock of hard- 
ware ads worded just as this one is. They would 
surely advance the interests of retail publicity. 


Among the Manufacturers and Jobbers 


A. LOEW, who was for several years superin- 

e tendent of the Globe Machine & Banding Co., 

and o Gfobriel Manufacturing Co., Cleveland, and later 

with Hayes Manufacturing Co., Detroit, has become 

production engineer with New Era Spring & Specialty 
Co., Grand Rapids, Mich. 


J. C. Witwer, who has been active with the Inter- 
national India Rubber Corporation at South Bend, Ind., 
as assistant superintendent in charge of production, 
has been promoted to the position of factory manager. 


F. G. Echols, for many years general manager of the 
small tools department of Pratt & Whitney Co. of 
Hartford, Conn., has accepted a position as vice-presi- 
dent of the Greenfield Tap & Die Corporation of Green- 
field, Mass. 


The Victor Aluminum Mfg. Co., Wellsville, N. Y., 
has completed plans for a one-story addition, 32 x 100 
ft.. to cost $15,000. 


The Collins Fireplace Screen Co., New York, has 
been incorporated with a capital stock of $15,000 by 
T. F. Walsh, A. V. W. Collins and D. Gray, 80 Edge- 
combe Avenue, to manufacture screens and other 
specialties. 


The American Aluminum Ware Co., 374 Jelliff 
Avenue, Newark, N. J., manufacturer of aluminum 
utensils, etc., has filed plans for its proposed plant on 
Jelliff Avenue, three stories and basement, 37 x 50 ft., 
estimated to cost $14,000. 


The Hart Roller Bearing Co., 512 Main Street, East 
Orange, N. J., has awarded contract to the Passaic 
Steel Co., Paterson, N. J., for the construction of a 
one-story building. 

The Steel Equipment Corporation, 25 West Forty- 
fifth Street, New York, manufacturer of metal furni- 
ture, with works at Avernel, near Rahway, N. J., has 
increased its capital from $700,000 to $1,000,000. The 
company will build a two-story reinforced concrete 
two-story plant, 38 x 100 ft. 


The Acme Level & Mfg. Co., Toledo, maker of spirit 
levels, merchants’ display racks and tools, will move 
its plant to Archbold, Ohio, where it will erect a new 
two-story plant, 38 x 100 ft. 


O. S. Tweedy, who has been prominently associated 
with the tire industry for the past twenty years 
formerly with the Diamond Rubber Company, and 
during the past ten years with the United States 
Tire Company, who resigned from that position to 
accept a position as vice-president with the L. 


Young Industries, Inc., Detroit, has decided to return 
to the tire business in the capacity of vice-president 
for the Dryden Rubber Company of Chicago. 

J. J. Gannon has been promoted to manager of hand 
pump sales of the Goulds Manufacturing Co., Seneca 
Falls, N. Y. Mr. Gannon has been with this company 
a good many years and is known personally to a great 
number of jobbers and dealers. 


Coming Conventions 


TENNESSEE RETAIL HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Chattanooga, Aug. 5, 6, 7, 1919. 
Walter Harlan, secretary, 1426 Candler Building, 
Atlanta, Ga. 


NATIONAL HARDWARE ASSOCIATION AND AMERICAN 
HARDWARE MANUFACTURERS’ ASSOCIATION CONVENTION, 
Atlantic City, N. J., Oct. 15, 16, 17, 1919. Headquar- 
ters, Marlborough-Blenheim. T. James Fernley, secre- 
tary, National Hardware Association, 505 Arch Street, 
Philadelphia, Pa. F. D. Mitchell, secretary, American 
Hardware Manufacturers’ Association, Woolworth 
Building, New York City. 


OKLAHOMA HARDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION AND EXHIBITION, Oklahoma City, Dec. 9, 
10, 11, 1919. W. B. Porch, secretary-treasurer, Okla- 
homa City. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Milwaukee Auditorium, Milwau- 
kee, Feb. 4, 5, 6, 1920. P. J. Jacobs, secretary-treas- 
urer, Stevens Point. 


NEw YorK STATE RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Syracuse, Feb. 17, 18, 19, 
20, 1920. Headquarters, Onondaga Hotel. Exhibition, 
State Armory, Jefferson Street. John B. Foley, secre- 
tary, 607 City Bank Building, Syracuse. 


NEw ENGLAND HARDWARE DEALERS’ ASSOCIATION 
CONVENTION AND EXHIBITION, Mechanics’ Building, 
Boston, Mass., Feb. 23, 24, 25, 1920. George A. Fiel, 
secretary, 10 High Street, Boston, Mass. 


OHIO HARDWARE ASSOCIATION CONVENTION, Hotel 
Gibson, Cincinnati, Feb. 24, 25, 26, 27, 1920. James B. 
Carson, secretary, Dayton. 


Reading matter continues on page 76 
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Sor garage doors 
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NO. 1930—GARAGE DOOR HOLDER 
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Holds Securely at Any Angle 


Number 1930 will hold the open garage door secure 
against the strongest wind, protecting the car as it enters or 
leaves the garage—a safeguard and economy every garage 
owner appreciates. 





If ventilation is needed while working inside the garage 
you can open the doors slightly, pull down on the long chain 
of the holder, and slip the chain-ring down over the little 
hook in the door. The swiveled catch will then engage in 
one of the slots or notches in the bar above, holding the 
door as securely as when open for vehicle clearance. 


Sell this kind of insurance to present and prospective 


garage owners—it pays. 


Mc KINNEY MANUFACTURING GCOMPANY 


WROUGHT STEEL \ McK ] BULLDERS' HARDWARE 


PITTSBURGH, PA. 
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Products Being Placed on the Market by Hardware Manufacturers 


All Metal Coaster 


The Geo. H. Bowman Company, 
Cleveland, Ohio, has brought out a 
very attractive all metal coaster 
called the “Ampco.” Its dimensions 
are as follows: Wheels, decimeter, 9 
in., 2% in. full; roller bearing hub, 
% in. rubber tires; full height, 14% 
in.; box, 5 in. high, 13 in. wide and 
32% in. long. 

The box is made of 22 gauge steel 
reinforced by a %4-in. rod at the top. 
A %-in. concave form at the bottom 
springs over a bead on the platform. 
The box is easily removed by pressing 
its side outward with a slight upward 
pull. The platform is made of 18 
gauge steel, reinforced by a %-in. bead 
around the edge. The wheel is made 














“Ampco” all metal coaster 

of 18 gauge steel in two parts clinched 
at the rim between each spoke. It 
has strong hubs, roller bearings. The 
bearing sleeves are pressed into the 
hubs. The rollers can be replaced 
when worn. The wheels furnished 
with steel or rubber tires. The axle 
is made of %-in. cold rolled steel. 
The rear braces are both riveted to 
the platform. The front axle housing 
is made of 16 gauge steel in two parts, 
riveted together, holding axle and 
king pin in place. The latter passes 
through the fifth wheel with an extra 
long bearing of 3 in., insuring the 
wagon against tipping. 

There are no nuts, bolts or screws. 
The front wheels turn completely 
around under the platform without 
jamming, thus allowing the wagon to 
be turned around in its own length. 
It has been tested to carry % ton 
under strenuous conditions, which 
proves it an almost indestructible 
wagon. The box and wheels are 


japanned vermilion red, other parts 
are black in a high gloss finish. The 
coasters are packed in dust-proof car- 
tons, with shipping weight of 31 lb. 


Frontenac Washboard 


With the washboard, which is 
made by the Frontenac Mfg. Com- 
pany, 66-68 South Thirteenth Street, 
Minneapolis, Minn., the only rubbing 
needed is just enough to loosen the 
large particles of dirt. As this is done 
it squeezes out the dirty soapy water, 
which runs through the open wire rub- 
bing surface, just as fast as it is 
squeezed out. Thus the dirty water 
collects behind the washboard, and 
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Frontenac washboard 


the user is always dipping in the 
cleanest water in the tub, in front of 
the board. 

When through using the washboard, 
it is only necessary to hold it under 
the faucet or pour a little water 
through, and it will always be per- 
fectly clean. There is no place for 
dirt or soap to collect. It is guaran- 
teed not to rust, warp or tear the 
clothes. It will not cut the hands. 


Peerless Exerciser 


The accompanying illustration 
shows the Peerless “5 in 1” exer- 
ciser, made to supply a demand for a 
high-grade machine that is almost 
equal to a complete gymnasium. 


This exerciser incorporates the Peer- 
less patented spring grip handles, 
massage rollers, a special wall swivel, 
and is readily convertible into a chest 
expander, either single or double ten- 
sion. 

The grip handles are readily de- 
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Peerless exerciser 


tachable, and are said to produce 
wonderful results when used _ sep- 
arately as grip exercisers. Two spe- 
cial wall hooks are furnished, one for 
attaching the exerciser shoulder high 
and the other for attaching ankle 
high for use as a rowing machine. It 
is made by the Peerless Exerciser 
Company, 385 Pearl Street, Brooklyn, 
New York. 


Book on Foreign Trade 


The U. P. C. Book Company, Inc., 
243 West 39th Street, New York City, 
is featuring a new book entitled 
“Principles of Foreign Trade,” by 
Norbert Savay, A. M., LL. B., Coun- 
sel for the Russian Consulate General 
in New York City. It is an entirely new 
manual, covering every aspect of for- 
eign trade. It embraces all the tech- 
nicalities on the subject, and blocks 
out all its economic, marketing, legal, 
shipping, banking, and other princi- 
ples. 


Reading matter continues on page 78 
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< AIRWAY - , 
The Right Idea 


In Casement Window Hardware 


For multifold casement windows on sun parlors, sleeping 
porches, bungalows, hospitals, hotels, schools and similar 
buildings. 











JMI 





Corner of sun parlor equipped with “AiR-Way” Hardware. Front window wide open. Side window 
partly open. 


“AiR - Way” equipped windows open positively, 
smoothly and under perfect control. Close weather-tight. 
Open inside. Do not interfere with screens. Entire window 
may be thrown open or one or more sash as desired. 


ae 


“AiR-Way” adjustable sash link—the brains of the “AiR-Way” fixture 
which governs the operation of the sash 


One installation in your community will bring you a lot of 
business. Write now for handsome illustrated folder. Sent 
without obligation. 


Richards WilcoxManufacturing (0. 
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PHILADELPHIA 
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MOTOR ACCESSORIES 


‘*Fidelity”” Auto Body 


The New England Mills Company, 
1219-21 So. Michigan Avenue, Chi- 
cago, Ill., is offering its latest auto- 
mobile body, the “Fidelity” tourist. 
It is a 5-passenger body, handsome, 
high quality and durable. It is sau 
to be mechanically and artistically 
perfect in every respect. 

This body is well adapted for the 





Ford chassis; it is easily attached. 
Simply replace the old Ford body, 
using the old fender, running board, 
radiator and gas tank. The body is 
made of 20 to 22 gauge steel on sub- 
stantial wood frame, it has a one-man 
top of high grade mohair, including 
side curtains and large celluloid 
hights, and an adjustable two-piece 
windshield. The radiator shell fits 
snugly over the Ford radiator and a 
1918 style hood, with four air vents, 
are on each side. The upholstery is 
of the highest grade “Quineleene,” 
plaited and finished. It is painted in 
black and is highly varnished. 


Dirigible Headlights 


The Hofweber Mfg. Company, La 
Crosse, Wis., is featuring a safety 
dirigible headlight designed to en- 
able car owners to drive with pleas- 
ure and safety. 

These dirigible headlights, it is 
stated, eliminate accidents, add com- 
fort and save time, because they light 
the turn before the latter is made. 
They can be attached in ten minutes 


The “Fidelity” auto body 


by anyone. All parts are made of 
bronze, semi-steel or carbon steel. 


Introduce New Line 


The Buffalo Weaving & Belting 
Company, Buffalo, N. Y., has recently 
commenced to manufacture a line of 
Ford brake lining which is being 
put up in the roll, both treated and 
untreated. 





The concern makes their own web- 
bings and bandings from the raw 
cotton. They also clean the cotton, 





Buffalo brake lining for Fords 


spin the yarn, dye the goods, weave 
them, all in one complete plant. The 








supervision they endeavor to keep over 
their line insures a uniformity of 
quality throughout. 


‘‘Universal’’ Radiator 
Shutter 


The “Universal” radiator shutter, it 
is stated, has been designed so as to 
regulate the passage of air through 
and around the radiator of the car 





Universal radiator shutter 
for the purpose of controlling the 
temperature. 

It is a stamped sheet metal device 
made up of a number of movable 
shutters carried in a frame of such 
size as to completely fill the opening 
in the outer shell of the radiator, and 
is provided with a flange which is 
snugly held between outer shell and 
the core of the radiator. It is held 
absolutely immovable in this manner 
without the use of a bolt or other 
fastening. The Metal Auto Parts 
Company, Des Moines, Iowa, is the 
manufacturer. 


Reading matter continues on page 80 
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“These UNITED Plugs are Repeaters— 


dealers who bought before practically 
doubled their orders this time. 
“My dealers know plugs and they are quick to buy. 


They can see that United Plugs are superior and the 
profit is attractive. 





“And that carton! They are wild over it because it 
Made for a purpose stands out. 


—Consistent Ignition “They claim United Spark Plugs stand up under the 
racking tests of tractor and truck service in the field, 
and a plug that stands up in that kind of heavy duty, 
certainly delivers satisfaction in passenger car service. 


“I’m for United Spark Plugs because they please dealers 
and their customers. I’m going to push those plugs 
to the limit in the future.” 

RETAIL PRICE 


Heavy Duty Junior Type 
(for trucks and tractors) (for Passenger Cars) 
$1.00 75e 














UNITED MANUFACTURING & DISTRIBUTING Co. 
LAKE SHORE DRIVE AND OHIO STREET CHICAGO, ILLINOIS 


Ask your jobber for the Plug in the Yellow Checkerboard Box 


Look in the Chilton Automobile 
Directory and Auto Trade 


= = . New York Representative Pacifie Coast Representative New England Representatives 
Directory for List of jobbers Gray-Andrews Corporation A. C. Riddell, Marvin Bldg.. San —— eT. J 
s s Fi farren St., Ne York Francisco, Cal.; Higgins Bldg., Massachusetts Ave., Bos- 
handling United Spark Plugs. er ee ae yg aio A gata ton, Mass. . 








Notes of the Retail Hardware Trades 


ALICO ROCK, ARK.—The Calico Rock Hardware 

Company, doing both a wholesale and retail busi- 
ness, has increased its capital stock from $10,000 to 
$20,000. 

SANFORD, FLa.—The George H. Fernald Hardware 
Company has been succeeded by the Ball Hardware 
Company. ‘ 

SALINA, Kan.—T. J. Collier & Sons are purchasers 
of the stock of J. A. Lockstrom. 


VINCENNES, IND.—The Liberty Hardware Company 
has opened its new store at 419-421 Main Street. The 
whole building has been remodeled, a new store front 
installed, hardwood floors, etc. Catalogs are requested 
on automobile accessories, baseball goods, bathroom 
fixtures, bicycles, buggy whips, builders’ hardware, chil- 
dren’s vehicles, churns, crockery and glass, cutlery, 
electrical household specialties, fishing tackle, home 
barbers’ supplies, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, poultry supplies, pre- 
pared roofing, shelf hardware, silverware, sporting 
goods, toys, games and washing machines. 

HePRINGTON, Kan.—F. H. Smith has disposed of his 
interest in the Herington Hardware Company to his 
brother Floyd. No change will take place in the firm 
name. 

ROSSVILLE, KAN.—The stock of Wilt Bros. is now 
owned by J. C. Shenk. 

SABETHA, KAN.—The Mishler Implement Company 
has been incorporated with a capital stock of $50,000 
to deal in automobile accessories, buggy whips, cream 
separators, fishing tackle, gasoline engines, harness, 
heavy farm implements, heavy hardware, lubricating 
oils, wagons, buggies and washing machines. 

SALINA, KAN.—E. C. Dunham has moved his imple- 
ment stock to new quarters at 137 South Fifth Street. 

WoopBINE, KAN.—The A. F. Ahrens Hardware & 
Furniture Company is now located in its new building. 

LAWRENCE, Mass.—The Treat Hardware & Supply 
Company and the Robinson & Toohey Company have 
been consolidated. A new corporation has been formed 
under the name of the Treat Hardware Corporation, 
with a capital stock of $325,000. The officers of the 
new company are Arthur E. Jones, president; James 
B. Robinson, vice-president; John G. Kellett, secretary, 
and Mosher B. Meserve, treasurer. A new four-story 
building at the corner of Broadway and Essex Street 
has been purchased, part of which the Treat Hardware 
& Supply Company has occupied for many years. It is 
planned to move the stock of the Robinson & Toohey 
Company to the Treat Hardware Building. 

MAPLE Rapips, MicH.—Upton Bros. will erect a brick 
building 30 x 80 ft. and put in a complete line of hard- 
ware. Catalogs requested. 

HINCKLEY, MINN.—J. C. Goolley has disposed of his 
stock to the Matson Hardware Company. 

Harmony, MINN.—The Harmony Hardware 
pany is purchaser of the Edward Kidder stock. 

WHEATLAND, Mo.—Rovy Mansfield has commenced the 
erection of a new store building. He requests catalogs 
on belting and packing, buggy whips, builders’ hard- 
ware, building paper, children’s vehicles, churns, cream 
separators, crockery and glass, cutlery, dairy supplies, 
dog collars, dynamite, electrical household specialties, 
fishing tackle, galvanized and tin sheets, hammocks 
and tents, harness, heating stoves, heavy farm imole- 
ments, heavy hardware, home barbers’ supplies, lime 
and cement, lubricating oils, mechanics’ tools, oil cloth, 
paints, oils, varnishes and glass, plumbing department. 
poultry supplies, prepared roofing, pumps, ranges and 
cook stoves, refrigerators, sewing machines. shelf hard- 
ware, silverware, sporting goods, wagons, buggies and 
washing machines. 

KREMLIN, Mont.—G. Gilbertson has bought the C. A. 
Carlson hardware stock, and requests catalogs on a 
general line of hardware, tinware and harness. 

ConsTock, NeB.—J. F. Shafer is purchaser of the 
hardware stock of C. E. Brandt. 

Orp, NEB.—W. M. Gray has disposed of his interest 
in the business of Brown & Gray Hardware Company 
to his partner, S. J. W. Brown. 

Moravia, N. Y.—W. H. Hodder has bought the hard- 
ware store of J. H. Helm. The new owner requests 
catalogs on bathroom fixtures, belting and packing, 
bicycles, buggy whips, builders’ hardware, children’s 
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vehicles, dog collars, fishing tackle, furnaces, furniture 
department, galvanized and tin sheets, heating stoves, 
heavy hardware, kitchen cabinets, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, 
plumbing department, poultry supplies, prepared roof- 
ing, pumps, refrigerators, shelf hardware, sporting: 
goods, tin shop and washing machines. 

OLEAN, N. Y.—The Olean Hardware Company, Inc.. 
has bought the stock of the C. V. B. Barse Company, 
which has been established since 1848. John C. Burger 
is president and treasurer; V. R. Simmons, vice-presi- 
dent, and Lee Langworthy, secretary. A new store 
front has been installed and many other improvements 
made. Catalogs requested on a general line of hard- 
ware. 

WILLow City, N. D.—Peter Paulson has taken over 
the stock of Tanguay & Paulson. 


CHEROKEE, OKLA —F., P. Devin & Co. have sold their 
stock. Land & Kinser are the purchasers. 


SAPULPA, OKLA.—The Union County Hardware Com- 
pany stock has been sold to E. B. Matthews, who will 
continue the business as the Creek County Hardware 
Company. The new owner requests catalogs on auto- 
mobile accessories, baseball goods, belting and packing, 
builder’s hardware, building paper, churns, cutlery, 
dynamite, electrical household specialties, fishing tackle, 
galvanized and tin sheets, gasoline engines, hammocks 
and tents, harness, heavy hardware, home barbers’ sup- 
plies, lubricating oils, mechanics’ tools, paints, oils, 
varnishes and glass, prepared roofing, pumps, ranges 
and cook stoves, refrigerators, sewing machines, shelf 
hardware, silverware, sporting goods and washing 
machines. 

McCormick, S. C.—The White Hardware Company 
is purchaser of the stock and business of A. J. Andrews. 

KIMBALL, S. D.—The Larson Hardware Company, 
successor to the Glynn Hardware Company, requests 
catalogs on the following lines: Bicycles, builders’ 
hardware, churns, cream separators, cutlery, dairy 
supplies, dog collars, fishing tackle, galvanized and tin 
sheets, gasoline engines, harness, heating stoves, heavy 
hardware, linoleum, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, poultry supplies, 
pumps, ranges and cook stoves, refrigerators, shelf 
hardware, silverware and washing machines. 


NASHVILLE, TENN.—The N. D. Overall Hardware 
Company, 323 Broad Street, has changed its name to 
the Phillips & Quarles Hardware Company. 

TAYLOR, TEX.—The Ira A. Prewitt Company has 
been incorporated with a capital stock of $50,000 to 
deal in automobile accessories, baseball goods, bathroom 
fixtures, belting and packing, bicycles, buggy whips, 
builders’ hardware, building paper, children’s vehicles, 
churns, cream separators, crockery and glass, cutlery, 
dairy supplies, dog collars, electrical household special- 
ties, fishing tackle, galvanized and tin sheets, gasoline 
engines, harness, heating stoves, heavy farm imple- 
ments, heavy hardware, lubricating oils, mechanics” 
tools, paints, oils, varnishes and glass, plumbing de- 
partment, poultry supplies, prepared roofing, pumps, 
ranges and cook stoves, refrigerators, sewing machines, 
shelf hardware, silverware, sporting goods, wagons, 
buggies and washing machines. Ira A. Prewitt is pres- 
ident and general manager; Gus Zeplin, vice-president, 
and L. D. Prewitt, secretary and treasurer. 

ROANOKE, VA.—The Graves-Humphreys Hardware 
Company, wholesalers and retailers, 311 South Jeffer- 
son Street, is erecting a new building, 50 x 200 ft., 
three stories and basement, which will be equipped 
with a complete stock of up-to-date fixtures. The stock 
of the company will also be enlarged. 

BLOOMINGTON, W1s.—Samue! Kitto has sold his hard- 
ware business to E. A. Oaklief, who requests catalogs 
on baseball goods, bathroom fixtures, belting and pack- 
ing. buggy whips, builders’ hardware, building paper, 
children’s vehicles, churns, cream separators, cutlery, 
dairy supplies, electrical household specialties, furnaces, 
galvanized and tin sheets, gasoline engines, heating 
stoves, heavy hardware. home barbers’ supplies, kitchen 
housefurnishings, lubricating oils, mechanics’ tools, 
plumbing department, prepared roofing, pumps, ranges 
and cook stoves, refrigerators, shelf hardware, silver- 
ware, sporting goods, tin shop and washing machines. 

Mukwonaoo, Wis.—William Kingston has taken his: 
son Harry into the hardware business. William Kings- 
ton & Son is the new firm name. 








